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TUBULAR 


Carpenters and handymen are attracted by the highly polished 
forged steel heads of ‘traditional shape’ and the chrome- 
plated steel handles shaped exactly like hickory that reflect 
the quality of Vaughan hammers. 


Once they pick it up, they immediately sense the perfect 
balance . . . the comfortable proportions of a handle that’s 
perfectly contoured to fit the hand. And the grip is made 
of natural rubber . . . absorbs impact shock. 


On the job, they appreciate the built-in ability of Vaughan 
Tubulars to take rugged use. Exclusive inner hickory plug 
— which adds strength and absorbs shock — is compression 
fitted under 3,000 Ibs. pressure — permanently locking head 
and handle together. 


Available in nail and ripping patterns, with plain or milled 
faces, in a variety of weights and handle lengths. Stock all 
7 models . . . because when men reach for a hammer, they 
reach for a Vaughan . . . the hammers made by craftsmen 
for craftsmen for over 89 years. 





And only V & B makes all three 
TUBULAR — ALL STEEL — HICKORY 


Write for further details. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 
CHICAGO 3, ILLINOIS 





EE 


DEV ; 

=] a an 
complete line of 1 a 

Na every home repary J 
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Plastic Steel 


the original epoxy repair 

material with over 

1,000,000 uses for permanent 
home, farm, auto, boat repairs. 
Available in box or blister package. 
Recommended where great 
strength is required. 


DEVCON § LIQUID 


aluminum 


real aluminum in paste form — 
immediate repairs right from the 
tube. Seals, fills, caulks — 

will not rust. 


Why stock a multitude of different types and 
makes of repair materials when the 5 Devcon 
Repair Materials will complete every home, 
auto, farm and boat repair job. Here is your 
single source of supply for proven quality 
products. Devcon backs your sales efforts 
with extensive national advertising and 
publicity — LIFE, READER’S DIGEST, etc. — 


as well as a wide variety of free sales aids. 


Contact your wholesaler or write 
the factory direct for full details 
on the Devcon profit package... 
every item gives you a full 
40% profit! 


» u 
DEVCON’ TON 


tHE EPOxY "SUPER GLUE” 


the dual-purpose material — 
provides tremendous bonding 
power for any repair — also, ideal 
for all porcelain and appliance 
repairs — hardens toa 

glossy white finish. 


DEVCON’ Rubber : 4 


real rubber in semi-paste 
form for all kinds of 
flexible repairs. 


BR! ag8 ga 
veveon: CTEL 
4 228 SS 


for quick, easy repairs to 
furniture, toys or any damaged 
metal, wood, concrete or glass 
materials. Can be finished to any 
metallic coloring. 


a | in NOW AVAILABLE! 


a 
meat Here's the new compact, 


ae | revolving Devcon Repair Center 
i & > } Offered FREE to you in 


o~ 
a 


¢ 
JEVEON feo 


aie 
we 6% io 


, combination with 24 packages of 
EVEN. : ; 
pay | famous Devcon repair materials. 


Get in touch with your wholesaler 
or the factory for all the facts on 
this self-service merchandiser 

that spurs impulse buying. 


3) AV fore) \meore)- 1-710). 7-WEle)). 


401 Endicott Street, Danvers, Mass. 
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~ POURED PILLAR OF STEEL TRADE MARK 
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\. NAME ii 
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... for the complete line of locks and hardware. You name it—Yale makes it! Padlocks! Nightlatches! Screen 
door hardware! Cabinet locks! Casement window operators! Specialty locks! All in the latest styling — widest 
price range—highest quality. For full information, contact your jobber or write The Yale & Towne Manufac- 


turing Co., Lock and Hardware Division, White Plains, N. Y. 
YALE & TOWNE 


YALE — REG. U. S. PAT. OFF. 
Want more facts? Circle 101, p. 59 
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ROLL YOUR OWN), 
no. 650 Ajax Monora;, - 
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jumbo rollers thay Make . "We, 
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rself. ASK for a free Sam 
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Make big profits from small chain by offering cus- 
tomers a selection of sparkling small chain from the 
new acco Counter-Pak Chain Assortment.The No. 45 
Counter-Pak Assortment features four 100-foot reels 
of the most popular chain types—double jack chain, 
steel sash chain, solid brass safety chain and welded 
link chain. Assortment costs you just $23.12 from 
your distributor. But sold at suggested retail prices, 


" Yourse,. 


po" WITH 


SAFE - DURABLE - DECORATIVE 


a CHAIN 


DOG CHAINS 

PICTURE HANGING 

AUTOMATIC CONTROLS 

WINDOW SASH CHAINS MADE in U.S.A 


DOOR STO 
PLUMBER'S CHAIN 
LIGHT FIXTURE HANGING 
MISC. ATTACHMENT 
DECORATIVE 


MANY USES FOR 
FARM - HOME - INDUSTRY 


NO '/o SOLIO NO. 14 WELDED 
BRASS SAFETY Link CHAIN 


® ® 


DOUBLE Jacx STEEL SASH 





it nets you a king-size $35.88 profit. e Designed to 
promote fast turn-over, the No. 45 carton opens into 
a compact, self-display unit to put chain reels in full 
view where they do the most good—on the counter! 
Bright red and white carton takes up only a mini- 
mum amount of counter space. Types of chain and 
a place for suggested retail prices are printed on the 
side of the carton. 


SASH CHAIN 


For double hung windows and : 


many other uses where flat 
chain is needed. Runs smooth- 


ly over pulleys. Incold rolled | 


steel or solid bronze. 





ELWEL MACHINE 


CHAIN — Twist link electric 
welded chain. Also in straight 
link. Extra bright zinc and hot 
galvanized finish. No. 5 to 7/0 
sizes. 50 and 100 ft. cartons. 


TENSO cow TIES 


In a varied range of styles and 
sizes. Bright finish. 


eter Were wm * 


ORDER FROM YOUR 
DISTRIBUTOR 

Contact your American 
Chain distributor for com- 


SAFETY PLUMBERS’ 
CHAIN — A light flat chain 


in brass or steel. Four sizes— 
2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 





JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 





PROOF COIL 
For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


be a Ty PO 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 








eS oe wprepreon Bret 


AMERICAN CHAIN 


HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 








For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16 to 1 in. 


WELDED LINK CHAIN 


No. 14 welded link chain comes 
in the Counter-Pak Assortment 
or can be bought separately. 
100 feet on a reel. Extra bright 
zinc finish. 


5 ene ee at 


DOG CHAIN 


ACCO makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 


ME OP OED 


aa See) 


COTTER PINS 
Made from cold drawn half- 


round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 





CG 


American Chain Division * American Chain & Cable Company, Inc. 


plete information about 
these items or write York, 


Pa., office for free 
Catalog DH-176B 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 

Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston all 

*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *San Francisco man 
*ladicates Warehouse Stocks 


Want more facts? Circle 103, p. 59 
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Editorial 


by W. A. Phair 


Never a dull moment... 


No one can ever say that a hardware dealer leads a dull life. A 
man who welcomes variety in his work, who likes to be busy all the 
time, and who enjoys facing new headaches each morning, has the 
makings of an independent hardware store merchant. 


The absence of monotony in running a hardware store is largely 
due to the fact that a dealer is required to be a jack-of-all-trades. 
He is expected to be an expert in buying, merchandising, advertising, 
in personal selling, in finances, labor relations, tax laws, etc., etc., etc. 


You will note I said he is expected to be an expert. However, | 
think you’ll agree that very few men could possibly be a real authority 
on all these subjects. I sometimes feel that one of the reasons some 
dealers find it difficult to meet new competitive conditions is because 
they really believe they are experts in all these areas. Believing this, 
they are not inclined to listen to other people or to take advice. This 
leads to some bad decisions. 


We know that a dealer faces the job of making decisions all day 
long, on many different subjects. What can he do to avoid, as far as 
possible, making bad decisions? 


I think the first step is to honestly face the fact that none of us is 
an expert in everything, and that all of us need guidance at some time 
or another. If we admit this, then we should seek out the advice of 
men who are authorities in other fields, and listen to them and take 
their advice seriously. This sounds simple, but it isn’t. For many 
dealers (and wholesalers, too), it will take a great deal of effort. But 
it will be worth it. 


A good example of the tendency of many dealers to go off on their 
own, ignoring the advice of specialists, is found in the handling of 
consumer catalogs. These catalogs are distributed by the dealer, but 
prepared by the wholesaler. 


The catalog itself is but one part of a complex promotion effort 
designed to bring customers into a store. The overall program, in- 
cluding the circulars, is carefully planned, based on experience and 
the advice of experts.. These efforts can be successful only when all 
the parts are put to work. 


Dropping one part is like taking one wheel off a car and expecting 
it to run as usual. Yet, you will find dealers who will sign up for a 


program and will order a quantity of the circulars. 


But then, they start to change things. They decide they don’t need 
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Editorial 


continued 


the store kit; or they don’t need the local advertising; or they don’t 
need to stock the low margin specials. In short, they start chopping 
parts off a carefully thought-out effort. 


Now, I am certain that when a dealer takes this action, he believes 
he has good reasons. But has he? Is he so much an expert on promo- 
tions that he can be positive he is right? I doubt it. 


Wouldn’t it seem reasonable to believe that if a dealer agreed to 
use a circular program, that he would either use it all or drop the 
idea entirely. Why not take the advice of men who have spent a 
great deal of time on the program, and go along with all its parts? 


The sign of a good manager, they say, is his ability to extract 
knowledge and experience from others and to apply it to the solution 
of his own problems. Are you a good manager? 


Teaching an old dog... 


The task of keeping up with these fast changing times highlights 
another little problem we all face. It is this: What can we do to keep 
abreast of new trends and new methods? How can we understand the 
meaning of the changes we see? It is important that we have this 
information, if we want to adjust to the changes. 


We try to report and interpret these changes in the pages of Hard- 
ware Age to help you keep posted. Many readers tell us they find this 
an especially important reason for reading each issue. But a maga- 
zine cannot do the whole job alone. You must, personally, assume 
some of the responsibility for acquiring new knowledge. 


The maxim, “You can’t teach an old dog new tricks,” is often used 
to justify a lack of interest in new ideas. But this is just a weak 


excuse. An old dog can learn new tricks, especially when his survival 
depends on it. 


I have just read a list of men who recently went back to school in 
a large university to take a course in retail management; a refresher 
course. On this list you will find executives of chain stores, of de- 
partment stores, and from Sears. You will also find on this list the 
president of a large, successful midwest hardware house. 


Obviouly this hardwareman doesn’t think he knows everything; he 
thinks he can learn new tricks. What about you? Have you made 
any real effort lately to learn new tricks? Have you taken any re- 
fresher courses? What do you do at dealer shows and meetings? Do 
you use them as a means of learning, or as an excuse for a holiday? 


How often do you ask questions, instead of telling people what you 
know? 


I know that a great many dealers across the country are very much 
concerned with this job of keeping abreast of changes; they know 


the learning process never stops. But what about you? Are you trying 
to learn new tricks? 
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Display 88 items in only 8 sq. ft. 
with Lonul of Sidiling~* 


If floor space is at a premium in your 
store, you will find the National No. 100 
Merchandiser a profitable way to display 
a big selection of fast-moving hardware. 
Hang National Visual Pacs on both sides 
of peg board to encourage impulse buy- 
ing; stock shelves with attention-com- 
pelling display of National Picto-Graphic 
cartons. 





Write for details of special merchan- 
diser offer. Join the swing to “‘National 
of Sterling”! 

* + 


*Solid Zuality Throughout 
NATIONAL MANUFACTURING CO. 


Dept. 30006 Sterling, Illinois 
Want more facts? Circle 104, p. 59 
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WASHINGTON 


ali 


Your vote needed to push through 
new parcel post size, weight limit 


Senator A. S. “Mike” Monroney’s Parcel Post 
Uniform Size and Weight Bill needs help from 
deale.s to pass this session of Congress. 

Business groups say it would mean hundreds 
of thousands of dollars in savings to merchants. 
It also would mean less shipping headaches. 

The Monroney Bill calls for a standard in 
shipping which would allow dealers to mail a 
package parcel post.to any post office regardless 
of its class. The standards would be packages 
weighing not more than 50 Ibs and measuring 
not more than 100 in. in length and girth com- 
bined. 

What the bill (S. 1306) lacks is enough push 
to get it on the Senate floor. Backers say if the 
Senate passes it, the House will too. 


outlook 


Only about a month of this session of Congress 
remains. Support from the individual dealer is 
needed badly to force action on the bill. To give 
your support, contact your senator, especially if 
he is on the Senate Post Office Committee. 


Congress ends lengthy hearings on 


minimum wages: compromise seen 


Congress has completed lengthy hearings on 
organized labor’s plea for a higher minimum 
wage and broader coverage. 

Signs definitely point to a compromise. 

Nine weeks of public hearings conducted by 
a House labor subcommittee ended with the 
U. S. Chamber of Commerce and other business 
groups arguing that any such legislation would 
harm the economy by raising prices and creating 
more unemployment. 

A Senate labor subcommittee last year ap- 
proved a bill to raise the $1 an hour minimum 
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A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


wage to $1.25 and expand coverage to include 
about 10.7 million workers, mainly in retail 
trade. President Eisenhower has backed a nar- 
rower bill calling for $1.10 minimum and 
extension to cover only an additional 2.5 million 
workers. 


outlook 


The Senate committee likely will scale down the 
$1.25 bill closer to the administration’s proposal. 
The big fight will come in the House. Con- 
troversy could hold minimum wage legislation 
up for another session. 


Last-ditch Fair Trade effort will 
keep issue alive, even if it fails 


Despite refusal of the powerful House Rules 
Committee to let a Fair Trade bill come to a 
vote, a band of representatives is planning a last 
attempt to jam a bill through Congress to 
establish a national resale price maintenance 
law. 

The move, set for mid-June, takes two forms. 
One: 22 House members are planning public 
hearings June 16-17 on the bill (H.R. 1235) 
sponsored by Rep. Oren Harris (D., Ark.). Two: 
Rep. Harris is circulating a petition which would 
discharge the Rules Committee from any further 
consideration of the bill. This would bring it to 
the floor for a vote. He needs 219 signatures. 

H. R. 1235 would let a manufacturer fair 
trade a product in any state which does not 
actively forbid it. The bill is designed to protect 
small businesses from chain and discount com- 
petition. 


outlook 


There’s little chance that the bill will get to the 
floor. The hearings, however, will keep the Fair 
Trade issue alive. Perhaps it will work up 
enough impetus to carry over until next year. 





FOR SATISFIED CUSTOMERS stanparpize 


100% 
ON SOUTHERN 
FASTENERS 


EVERYBODY agrees that there’s nothing like satisfied customers to keep cash registers 
working overtime. Successful dealers know that the combination of quality and fair price 
is their biggest drawing card in keeping old customers coming back in their store and 
creating new customers as well. That's why experienced dealers stock the full Southern 
Screw line. Customers are PRE-SOLD on Southern through year-’round national adver- 
tising. They know it's cheaper to buy Southern Screws by the box than by the dab. They 
know they actually pay less for best-quality, USA-made Southern Fasteners when they 
specify the screws in the sturdy green box with the NRHA-approved EZ to Ce label. 
Satisfied customers know what they want, and they know were they can get it. 

If you're not stocking the full line of Southern Screws, now's the time to climb on the 
profit wagon. Put Southern Screws in your want book now. Better yet — call your Southern 
distributor and have him bring you a copy of Southern’s current issue of Catalog P-2. 

Sold Through Leading Wholesale Distributors. Warehouses: New York « Chicago 
Dallas - Los Angeles. 


Wood Screws Stove Bolts Machine Screws & Nuts Tapping Screws 


Want more facts? Circle 105, p. 59 
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HARDWARE BUSINESS 


Outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


Consumers show optimism . . . 


Consumer spending shows no signs of slackening. As a matter 
of fact, consumer spending rose to a new monthly record in April. 
This is one of the more important parts of business being relied 
upon to keep the economy operating favorably this year. A con- 
tinuation of the present pace should result in a record sales year 
for merchants. Preliminary reports show consumers spent $19.2 
billion in retail stores during April, a $1.7 billion gain on April, 
1959, and nearly $1 billion higher than in the previous record 
month, October, 1959. The buying surge was felt also by most 
manufacturers of consumer goods who, after two months decline, 
had to step up production. 


Record sales year in view... 


This year may well be a record year for hardware store sales. Re- 
ports, just in, show retail hardware stores did some $556 million 
worth of business in the first quarter this year. Total sales for 
the period were $22 billion more than in the like quarter a year 
ago, and rank second only to the first quarter of 1957 when sales 
hit the $565 million mark. The gain in retail hardware stores was 
consistent with increases in most all retail stores, reflecting the 
high rate of consumer buying and employment. 


Home building looks bright. . . 


New home building moved upward in April. Early reports indicate 
the movement was carried over into May. This trend gives sup- 
port to earlier predictions that 1.2 million homes will be started 
this year. While this would not be a record, it would be a favor- 
able year. During April, construction was started on 1,135,000 
homes on a seasonally adjusted annual rate. This was up from 
the 1,125,000 rate of March, and the 1,115,000 rate in February. 
However, new home starts were lagging behind the year-ago 
month by 2.6 percent. With April’s improvement, and new efforts 
to make home buying easier, observers look for further improve- 
ment in months ahead. 


Incomes go up, up... . 


Consumers usually spend more when they earn more. This fact is 
stressed in the reports on this page on retail sales and new home 
building. The April rise in construction employment, along with 
gains in other parts of income pushed the seasonally adjusted 
annual rate of personel income to a record $397.5 billion in April. 
This was $3.5 billion more than in March, and $18.4 billion higher 
than the April 1959 rate. The record rate of spending in all retail 
stores, and the near record in hardware stores, in April would indi- 
cate that consumers are optimistic about the future economy. 


.. . turn to page 100 for more news of How’s the Hardware Business 
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We _ they're All Yours 


Turnover — when you 
STOCK and SELL the 


Svea — SIMONDS Quality LINE 


The Simonds Hardware Line, well-known for 
years to Jobbers and Retailers for its high quality 
and ready customer acceptance, offers even greater 
value and profit opportunities now with the recent 
addition of popular price Chrome Plated Si-Clone 
Circular Saws (the most complete line on the market) 
and the special design Rotary Mower and Garden 
Tool File..Both of these items have popular appeal, 
a tremendous market potential (over 13 million 
rotary mowers alone are now in use), and are offered 
to you at the full hardware discount. 





Get the complete story on all items in 
Simonds high quality Hardware Line 
from the Branch Office and Warehouse 
nearest you. 





he “ED END” HACKSAWS ROTARY MOWER 
CHROME-PLATE SI-CLONE SAWS | & GARDEN TOOL FILES 








“CROSS-CUT” SAWS AND © “BLUE-TIP” BITS & 
BUCKSAW BLADES “RED CIRCLE” SHANKS 


- 
ee 


ee F SIMONDS 


Factory Branches in Boston, Chicago, Shreveport, La., San Francisco and Portland, Oregon SAW AN > STEEL C O. | 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N.Y. EEE 2 
Heller Too! Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada a 


FITCHBURG, MASS. 








Want mere facts? Circle 106, p. 59 
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MERCHANDISING 
oe 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE 


A lot of dealers can anticipate sales gains in the next six 
months. At this time last year, steel strike jitters gripped 
everyone. Major steel making and fabricating centers faced a long 
crisis. There were few towns that didn't lose profits directly 

or indirectly in the six-month span of idleness. With 1960 off to 
@ near-record start on most levels, it seems logical to plan on 
better volume through the rest of 1960. This would be in counter- 
balance to declines suffered in the July-December scare last year. 























Evidence of the boating boom mounts. Shipments of pleasure boats in 1959 
rose sharply to a new high, nearly 13 times the volume of the 1947-49 
period when the boom began. Average monthly volume of $9.7 million in 

1959 was almost 35 percent higher than the year before. If recent (since 
1955) gains hold, pleasure boats will sell at the rate of $21.2 million 
monthly by 1965. This means that your five-year future for sales of marine 


hardware, paints, and accessories may well be about 219 percent greater 
than it is right now. 

















What's your prime age market? What will it be in 10 years? Are you 
aiming for the right trade? Government projections pinpoint the 
age brackets which should affect your merchandising methods and 
planning: Right now, there are more 1-19 year olds than any other 
group--nearly 40 percent of total population. By 1970 this group 
will reach 41 percent. Next group is 20-44 year olds, some 55 

percent of the total now. Will dip to 32 percent in 10 years. Next 
group, 45-64 years, now 17 percent of total; no change in next 
decade. The last group, 65-over, is 10 percent of total; no change 
seen. In brief, you'll see little change in 1960-70 by age 
classification. But keep in mind that when the 1-19 year group 
began to outnumber the 20-44 year olds in 1950's, a trend of more 
than 20 years was reversed. 















































Another headache brewing for dealers? The building inspector's office of 
one of the larger Southern cities will soon decide on a plan that would 
add a lot of paper work to dealers’ daily chores. Provisions of the 
proposed act require that dealers who sell water-fed appliances send daily 
reports of names and addresses of purchasers to the city planning depart- 
ment. Type of appliance, (sinks, washers, heaters, air conditioners, etc.) 
would also have to be specified. Dealers have called the action "Gestapo" 
tactics. Should this change become law, it may well catch on in other 
cities. Keep your eyes on local plumbing code modifications. 
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THE CARE AND FEEDING OF BOLT-PICKERS 


(or, how to make some money without hardly trying) 


Unhappily, we’ve created a country of frustrated bolt- 
pickers. They crave to plunge their hands into heap- 
ing piles of glittering bolts. But where are the bolts? 
Hidden away in cartons or back-room bins. 


Worse yet, if a fanatic bolt-picker is allowed to run 
loose, he’ll blitz the shelf stock all by himself. Great 
Caesar, what a mess! 


Why not relieve your customers’ tensions, allow 
them to express themselves in a non-destructive man- 
ner? And make some money while you’re at it? 


Just jot down “Lamson Bolt Trays” in your want 
book. Then have your Lamson Distributor’s salesman 
set up the trays with bolts your customers buy most 
often. (These are plated bolts, so you'll get more profit- 
per-piece on top of better turnover.) 


Watch the bolt-pickers. They'll dive right in like 
children around a cookie jar. 


~ 6 


~ 
s -sore, 
ot. VA lh 


PN olel hem elt-)¢-10 Male hG-mlalolitle|-leMESyD 
assortments: Cap Screws, Machine 
Bolts (two assortments), Carriage 
Boits, Lag Boits, Stove Bolts 
Refills available from stock. Stee! 
tray has movable dividers, price 
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5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
Want more facts? Circle 108, p. 59 
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INDEPENDENT LOCK COMPANY, FITCIIBURG, MASS. 


This handsome counter or wall display 
board is one sure-fire and easy way for you 
to cash in on what is becoming America’s 
No. 1 leisure pastime: boating — outboard 
motor boats, cabin cruisers, sail boats etc. 
On virtually every boat afloat there are 


e All brass throughout 


HERE’S 

AN EASY WAY 
TO GET A 
SHARE OF IT 


eed at : 

Ev ee 9 < 
0 ge Mae ee 
eS 3 


many uses for the right kind of padlock 


— lockers, hatches, refrigerators, 
heads, outboard motors etc. 

lico now offers you a special assortment 
of Marine Padlocks specifically designed 
to meet rigid, all-weather requirements: 


bulk- 


® Heavy, one-piece brass casings 


® Resistant to corrosion and erosion 


® Variety of sizes and shackle openings to meet all applications 


The colorful display board is yours for F'ree 
... you pay only for the hardware. Ilco’s 
Special Introductory Assortment (available 
for a limited time only), consists of 

3 each of 6 numbers: 1 of each 


Ny 


padlock on display board — others individu- 
ally packaged. This small investment starts 
you properly in this lucrative new market. 
Don’t delay. Ask your jobber for full de- 
tails, or write us direct. 


Want more facts? Circle 109, p. 59 
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INDEPENDENT LOCK COMPANY 
FITCHBURG, MASS. 
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“THE NATIONAL SYSTEM increased 
our efficiency and profits.’’ 


EXTERIOR OF Trantow Hardware, Inc. 


“Our Calional System 
saves us °2,000 a year... 


F. H. TRANTOW, Sec- 
retary-Treasurer of 
Trantow Hardware, Inc. 


INTERIOR OF Trantow Hardware, Inc. 


returns 113% a on investment!”’—trantow Hardware 


Manawa, Wisconsin 


*‘No need to rely on secondhand 
information any more because our 
National System accumulates all the 
information as the business is trans- 
acted. I can take a set of figures and, 
without further instructions to a 
bookkeeper, quickly and easily post 
them in the general ledger. It’s that 
simple. 

uf especially like the charge post- 
ing feature of our National Cash 
Register. For example, the customer 
gets an up-to-date statement of his 
account each time he makes a pur- 
chase or payment. This little service, 
incidentally, often converts an infre- 


quent shopper into a steady customer. 
“Speaking in behalf of the store, 
I’d certainly recommend the Na- 
tional System to any business firm 
interested in bettering efficiency. 
After all, our National System saves 
us $2000 a year .. . and returns 113% 
annually on our investment.” 


SK Ararize— 


Secretary-Treasurer 


Trantow Hardware, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES « 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. National’s world-wide service or- 
ganization will protect this profit. Ask 
us about the National Maintenance 


Plan. See the yellow pages of ot, 


your phone book. 





EXTRA PROFITS 


For R-V-LITE Dealers 


Free Goode 


anya ¢ / vs 22 potoit e 


Plug FREE FREIGHT 


| § 


Hy 


Ask your jobber salesman ¢S (iam, S JUNI 


. jon ARVEY CORPORATION will send you 
about the extra-profit ne $1.00 cash if you have this certificate, 
| 3 properly filled out, on file with us when we 
receive your “Early Bird Deal” order from 
your jobber. Certificate and orders must 
be postmarked not later than August 31, 


‘‘Farly Bird’ Deals on 


R-V-LITE Flexible 
Window Materials 


1960. This certificate also entitles you to 
get all of the exciting new R-V-Lite promo- 
tion materials for 1960. 


A 


Dealer Name 
By 
Address 





DUD 











m 


HOON 


vey ™ ™ 








Arvey CORPORATION 


3500 N. Kimball Ave., Chicago 18, Ill. 


eyo oonnoonnng 


wn 
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A glazing compound ~ 
formulated especially 
for today’s modern 
aluminum sash. 











New Plasti-glaze Aluminum Gray is spe- 
cially prepared for use on aluminum sash 
although it may be used on steel or 
wooden sash as well. 





it is compounded to exact consistency for 
the home owner’s use—no mixing, no 
thinning, no painting required. 


Plasti-glaze Brilliant White, which has be- 
come America’s largest selling glazing 
compound for wood and steel sash, will 
continue to be available. 



































Plasti-glaze white and Aluminum 
Gray are available at regular price— 
no premium. 


Plasti-glaze’s eye-catching, double seal, 
lithographed containers promote sales 
and assure fresh, easily applied glazing 
compound, every sale. 





Packaged in 1-2-4 and 5 pound cans. 
Larger sizes also available. 


PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6475 Georgia Ave. + Detroit 11, Mich. 





Factories: Detroit ¢« Chicago ¢ Jersey City ¢ Richmond, Va. 


Kanufacturing Subsidiaries : Oakland « New Orleans ¢ Kansas City « Tampa ° Toronto 


Want more facts? Circle 112, p. 59 
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The big profit news this year...is DRAFSTOP 


Here’s the perfect sales package for bigger 1960 weatherstripping volume. The 
DrafStop Weatherstripping and Door Bottom line is hot because DrafStop 
produces turn-over and that means one thing to you... profit. This year, 
DrafStop is being solidly pre-sold by a big, color advertising campaign in Post 
and Better Homes & Gardens. Lots of merchandising materials too, to help 
you sell—working model demonstrators, ad reproductions, advance magazine 
copies, stickers and package tags, bright red and black target signs, 
mailing pieces and ad mats. DrafStop warehouses are in New Jersey, 
Chicago, St. Louis and Los Angeles—you’re always assured of prompt delivery. 
Ask your DrafStop distributor for a look at that beautiful mark-up. 
Or write Roberts Co. direct for more information about how you can cash in. 
THIS TIME, WHEN YOU ORDER...ORDER DOUBLE, YOU'LL NEED IT! 

Want more facts? Circle 113, p. 59 


600 N. Baidwin Park Bivd., City of industry, Calif. 
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BEST PLACE TO 
LOOK FOR 
NEW BUSINESS 


Look through Sterling's new folder “Hard- 
ware Group of Plumbing Brass." The 
repair, replacement, and modernization 
market is big business today! To capture 
it, you need Sterling's complete line of 
well designed, well-made, and value- 
packed Plumbing Brass items—all de- 
scribed in our Folder. Send for it NOW 
and get ready for profitable sales! 


Pee 
Sterling Faicet 


Morgantown, W. Va. Company 
The World's Largest Independent in Plumbing Brass! 


ee ee, 
- 





Blerliag’s Mises 


3 K 
eis8 BRE BE Fo we sae 5 
wes f 


Paginas 5 eee sis 
SS 


© lage PO pine, 4 


Want more facts? Circle 114, p. 59 
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addition to the ‘‘two top seals’’ line 


Only Town & Country Features TWO TOP 
SEALS Sales! You've seen it happen. Mention 
endorsement by Parents and Good Housekeep- 
ing and a customer takes notice. Add to this the 
power of advertising in LIFE, and you'll see why 
“Town & Country” seats are the best-recog- 
nized in America—and the easiest to sell! Call 
your Town & Country salesman for the tools to 
launch your own “Two Top Seals” promotion! 


ADVERTISED IN 


LIFE 





NO. S500 


A fully molded quality seat with color clear through 
with hinge in matching color! Seat is strong, 
glossy, nick-proof and smooth—carefully contoured 
for lovely effect! New molded hinge cannot cor- 
rode, rust, break or mildew. New beauty, new color 
makes “Town & Country” No. 500 your logical 
sales leader! In decorator White, Black, Blue, 
Green, Pink or Yellow. 


No. 300—Ultra-de- 
luxe—full saddle 
seat with con- 
cealed hinges, 


| ‘oe < 
} do As 
M-100—High-lustre ae Tal 
enamel finish. - 
Molded seamless 
construction. 
Molded hinge. 


Decorator colors. 


M-200—Genuine 
Sea Pearl finish in 
eleven lovely 
colors. Molded 
hinge. 


No. 3000—One of a 
full line of “Town 
& Country” deco- 
rated seats. 


coated finish. 11 
colors. 


No. 400—Top of 
theline. Full saddle 
design, concealed 
hinges. Sea Pear! 
finish, eightcolors. 


COLUMBUS, MISSISSIPPI 


Want more facts? Circle 116, p. 59 
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(when it comes to water systems) 


Satisfaction brings ‘em back! 
And, that’s why hundreds of 
Fairbanks, Morse dealers have 
been handling our pumps or wa- 
ter systems for 20 years .. . 60 
years ... even as long as 3 gen- 
erations! ¢ They're satisfied with 
the built-in dependability we in- 
sist on in every pump or water 
system. (Customers are, too.) 
¢ They're satisfied with the built- 
in quality that prevents costly 
mechanical breakdowns! « 
They're satisfied with the way we 
make selling F-M systems easier 
—with our famous name and in- 
dustrial reputation. © And—. 
they're satisfied with our wide 
range of pump and water-system 
selections .. . for every purpose 
..» for every need ¢ When you 
deal yourself in the dollar-profit 
picture... bet you’i/ be satisfied, and 
stick with Fairbanks, Morse, too! 
Pumps For Every Purpose! — 
F-M pumps from \% to & hp, 
shallow well, submersibles, Ag 
down-the-well jet models... if 
all are immediately available. _ | 


A MAJOR INDUSTRIAL COMPONENT OF FAIRBANKS WHITNEY CORPORATION, NEW YORK 


Went more facts? Circle 117, p. 59 





‘GS reasons why higher-quality 
paintbrushes filled 100% with 
tapered TYNEX are easier to sell 


De PERFORM WELL WITH ANY FINISH: 
Brushes of tapered TYNEX can be recom- 
mended confidently for use with any fin- 
ish. They are ideal for the increasingly 
popular water-emulsion finishes, since 
TYNEX absorbs practically no moisture. 


(Ce 


~ merge 


VARNIS) “ATER BASE } 


a 


Nem 


6]. EASY CLEANING: Paints, varnishes 
and lacquers clean easily and thoroughly, 
with any common cleaner, from brushes 
made 100% with tapered TyNex. And 
because TYNEX dries so quickly, the 
brushes can be put back into service al- 
most immediately. 


@« PAINT ON"ANY SURFACE: The same 
brushes of tapered TYNEX can be used to 
paint the smoothest or roughest surfaces, 
because TYNEX nylon filaments do not 
break or bend out of shape as do many 
other filling materials. 


5. CONSUMERPACCEPTANCE: Your cus- 
tomers are pre-sold on these brushes be- 
cause of Du Pont’s extensive advertising 
programs in THE SATURDAY EVE- 
NING POST and FARM JOURNAL. 
Tapered TYNEX is the most widely adver- 
tised brush filling material on the market. 


Higher-quality paintbrushes filled 100°% with tapered TYNEX 
nylon filament command premium prices, which mean pre- 
mium profits for you. And their superior performance will bring 
customers back to your store. Every paint department needs 
a complete line of higher-quality brushes filled 100% with 
Du Pont tapered TYNEX nylon filament .. . so call your brush 


supplier and order now! 
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Su SMOOTH, EVEN FLOW: Brushes 
made 100% with tapered TYNEXx have fil- 
aments that are uniformly tapered to give 
proper brushing action for smooth, streak- 
free painting on any kind of surface with 
any type of finish. 


GS. FREE SELLING AIDS: You can cash in 
on consumers’ awareness of brushes made 
100% with tapered TYNEX by displaying 
these hard-working merchandising aids, 
available without charge. Simply write: 
The Du Pont Co., Aids, N-2524, Wil- 
mington 98, Delaware. 


REG. y.s. Pat. OFF 


BETTER THINGS FOR BETTER LIVING 
.»-THROUGH CHEMISTRY 











| The Big BEAR Four Dozen deal 


Remember: with this selection of 4-dozen tapes 
you get this new, modern 10-prong display rack free. 
Use on counter, wall or pegboard. 

Makes tape move in a hurry. 


DEALER COST DEALER RETAIL DEALER PROFIT 
$18.96 (For | Deal) on tapes on tapes 
$17.07 (For 2 Deals) $28.44 $ 9.48 or 33.3% 

$11.37 or 40.0% 





Suggested Retail 
Rolls Deal Consists of Per Roll 





24 Y¥,"x 25 t. BEAR Masking Tape 35¢ 
12 1%” x 300 in. BEAR Masking Tape 69¢ 
12 ¥,"’x 90 ft. BEAR Masking Tape 98¢ 











Stick with BEAR for the best deal anywhere . . . for 
"trouble-free" tape that keeps your customers happy. 


No.59 Masking Tape Display: Sturdy wire hangers; 
heavy welded wire construction; good footing, 
won't tip; each roll packaged in handy-grip dis- 
penser box; eye-catching and colorful. 


/bhing T APE 


“ 
BEHR-MANNING CO. “ 
TROY, NEW YORK 
A DIVISION OF NORTON COMPANY (NORTOND Cy 


BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones » Pressure-Sensitive Tapes « Floor — Products 
Refractories Electro-Chermcals 


NORTON PRODUCTS: Abrasives + Grinding Wheels + Machine Tools « 
in Canada: Behr-Manning (Canada) Lid., Brantioné, 


for Export; Norton International, inc., “es New York, U.S.A, 


Want more facts? Circle 119, p. 59 
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HAMMERLESS SETTING 
TOOLS FOR SETTING 
EXPANSIVE SCREW 
ANCHORS IN HOLLOW 


2-WING AND 4-WING SHORT, 
LONG AND EXTRA LONG 
TOGGLE SCREW ANCHORS 


4 


i 

















TOGGLE SCREW 
ANCHOR 
SETTING TOOLS 


RIVETED HEAD 
TOGGLE BOLTS 


NOTHING HOLDS AS 
RAVITY TYPE MACHIN °° =>) Op Oa - 4 _ Ee: < os - 6 3-8. O- B sg _| 


GRAVITY TYPE MACHINE 


SPRING WING TOGGLE BOLTS 


VARIOUS TYPES 
CONCRETE INSERTS 


SPIRAL FLUTED CARBIDE MASONRY DRILLS 





EIR = Joh isotv or ° 
FIBRE PLUG , 3 
ANCHORS LEAD WOOD SCREW : 
ANCHORS 


Want more facts? Circle 120, p. 59 
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No. 280 
CONTRACTORS’ PICK 
8 LB. 


No. 75 
PINCH POINT 
CROWBAR 
18, 22 LB. 


No. 88 
TAMPER TOP 
POST HOLE DIGGER 
16 LB. 


No, 74 
WEDGE POINT 
CROWBAR 
18 LB. 


No. 229-H 
NEVADA (Long Pattern) 
STRIKING HAMMER 
8 LB. 


No. 430 


PICK MATTOCK 
ove. S08 5 LB. 


CLAY PICK 


5, 6, 7, 8 LB. No. 424 


CUTTER MATTOCK 
3, 5 LB. 


No. 63-E 
EXTRA QUALITY 
WRECKING BAR 
24", 30", 3%" Length 


No. 400 
SQUARE HEAD WEDGE 
3, 4,5 LB. 


No. 63 
CARPENTERS’ WRECKING 
BAR 
12°", 18", 24°", 30°, 36° Length 


Stock these 
IRON CITY TOOLS 


for 75% of your 
heavy hand tool 
requirements 


Here are the lron City Tools with 
the fastest turnover. Three of 
every 4 calls for heavy hand 
tools are for one or more 
of these items. You can stock ‘7 , 
the weights listed with con- ‘ Bi ie <— eT 


fidence — they'll move. DOUBLE-FACE 
SLEDGE 


4, 6, 8, 10, 12 LB. 
most popular 


~ Mi , an teh / Niel Be ae “et rn, Aros naw ae, * 9 Liam oF Ato Bagh Sok attonge 0 ae POE. 
eee RE eg Sor ak ee E BRR stage S ps ESA ee Bs iy, oa to Sg me 
SG OS SPIES Pe PCA ey ge. am XY tg POS Soe Pe z 
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P. O. BOX 791 * WARREN, OHIO 
Want more facts? Circle 121, p. 59 








‘‘THE SKIL 500 LINE ; 
HAS FAST TURNOVER, ‘ 
WHICH MEANS MORE. . 
PROFITS FOR US. 
THAT'S WHY WE'VE oe 
GONE 100% SKIL." it 
"Se os Bae @elalelaler= 
Heth Hardware Co 
Baldwin Park, California 











“POWER TOOL' SALES 
TURNOVER AND 
PROFITS ALL JUMPED 
SINCE I'VE HANDLED 
THE SKIL 500 LINE." 
Sam Dunnuck, Jr 
G. E. Meyer & Son Hardware 


\ : Sout! Bend, Indiana 
‘ 9h RRS 





hee 








“OUR SKIL TURNOVER 
IS UP 79% WITH THE 
500 LINE. THAT MEANS 
REAL PROFITS IN 


POWER TOOLS."' 








“IT'S EASIER TO SELL 
be SKIL THAN SELL 
BINT Ne 
>. WHY WE'VE GONE 
100% SKIL IN OUR 
POWER TOOL 
DEPARTMENT.’ 


“SAIL POWER TOOLS INCREASED 


THAT’S WHAT DEALERS COAST-TO-COAST ARE 


All across the country, dealers are report- 
ing continued success with Skil’s 500 Line 
“turnover’’ concept. They have found 
that this short line of faster selling power 
tools is realiy paying off in higher profits. 

These dealers, and thousands like them, 
are taking advantage of Skil’s all-out mar- 
keting plan. And the plan is simply this. 


By concentrating on Skil’s basic 500 Line 
tools, determined by market research to 
produce highest turnover, they are elimi- 
nating duplication of lines—reducing in- 
ventory costs. At the same time, Skil is 
providing them with a quality line of tools 
with top brand name acceptance, priced 
for fast turnover. 


Want more facts? Circle 122, p. 59 








“WE SOLD 120 SKIL we “THE SHORT, ol ag 
SNAP/LOCK TOOLS ; COMPLETE SKIL 500 

WITH JUST ONE | 

12” AD. THE LINE HAS 


PROFIT FOR US 


~~ ee Om, 


2, 














‘CUSTOMER DEMAND 
FOR THE 500 LINE HAS 
BOOSTED OUR SKIL 
TURNOVER MORE 
THAN 50%. THAT'S WHY 
= WE'VE SWITCHED TO. 
ier 4 SKIL EXCLUSIVELY."’ 


TURNOVER ON OUR 
SKIL 500 LINE IS UP 
68 NO OTHER TOOL 
LINE MATCHES IT 











~ MY TURNOVER AND PROFITS” 


SAYING ABOUT THEIR 500 LINE SALES SUCCESS 


Call your wholesaler or local Skil representative today and tet him show you how to 
get a bigger share of the 1960 power tool market with profitable fast-selling Skil and 
Skilsaw Power Tools. 


weer <tUing Viirds thay with adeuhiy 
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NEW EXCLUSIVE FEATURES ADD EXTRA USABLE LIFE TO EVERY EAGLE TARP: 


© STRONGER, MORE RUGGED CANVAS ¢ BALANCED CONSTRUCTION DUCK 
© IMPROVED WATER & ROT RESISTANCY e SEWED THROUGHOUT WITH 
© TRIPLE SEWED SEAMS; DOUBLE SEWED HEMS : | | ROT RESISTANT THREAD 


“ee.” 






| want a free suit of Wenzel 
v Insulated Underwear. Send me 


@ complete details. 


STORE NAME 


ATTENTION OF 


7 


‘ 
\ J SHOWING PATENTED * ) ADDRESS 
Wear S 
"CONSTRUCTION 






p CITY & STATE 


H. WENZEL TENT & DUCK COMPANY 2200 s. Hantey Ra. St. Louis 17, Mo. 





The simple, but unique, design of the Wellsaw 400 
gives it sales appeal unmatched by any other 
power hand saw. After a few minutes trial, most 
potential owners recognize the versatility, con- 
venience, and ease of handling of this remarkable 
saw. They like the way it handles—much like a 
hand saw. They like the way it cuts—no whip, no 
kick, no pull. 

You’ll like the way it adds to your profits and 
creates happy customers. The Wellsaw 400 is a 
fast mover and moving faster every day. 


The Wellsaw 400 is made and backed by a 
company with over 30 years’ experience in manu- 
facturing high quality industrial saws. An exten- 
sive merchandising package is available including 
descriptive literature, stuffers, counter display 
stand and advertising mats. A sales-building 
dealer’s demonstrator plan is also available. 

Plan to get in on the profit opportunities of the 
Wellsaw 400 right away. Write for full informa- 
tion, or, if you prefer, ask your wholesaler to place 
an order for you. 


Here are afew of the many jobs for which you can selia 


Ordinary Sawing 














Srna 


WELLS MANUFACTURING CORPORATIO 


503 Fourth Avenue, Three Rivers, Michigan 
Want more facts? Circle 124, p. 59 
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Industrial distributors 


look ahead to... 


Triple Industrial 
Supply Convention 





Better profits trom 
better facts 


Cost facts are being used by industrial hardware 
distributors in their efforts to provide customers 


with better service, and to earn a better net profit. 


Management acting on facts based on careful cost studies is the 
key to better net profits. This was the keynote of the Triple In- 
dustrial Supply Convention held May 22 to 25 in Chicago. 

This guide to the immediate future for distributors of indus- 
trial hardware is the beginning of an extension of the current cost 
fact-finding program. Now this program moves into the area of 
helping management interpret and act on facts developed about 
their costs. 

Meanwhile, programs continue for the months ahead to develop 
more fundamental facts. There will be regional meetings to help 
distributors get started on line profitability studies. Other region- 
al meetings will be held to help sales managers develop sales pro- 
grams. A research project, outside the industry, is about ready 
to move, to learn what motivates purchasing agents. 

This was the 55th annual convention, sponsored by the Ameri- 
can Supply & Machinery Manufacturers’ Assn., the National In- 
dustrial Distributors’ Assn., and the Southern Industrial Distribu- 


tors’ Assn. 


The management approach to 
better net profits came in the ad- 
dress of Wallace H. Campbell, out- 
going NIDA president, at the 
NIDA members’ meeting. 

The successful distributor of the 
future must take decisive actions 
based on facts, Mr. Campbell 
pointed out. Specific points of ac- 


tion mentioned were the courage 
to maintain prices in line with 
services offered. Also, a study of 
the distributor’s own market, and 
not relying on sales studies in 
other marketing areas. Another 
point was the need to use capital 
wisely. 

Mr. Campbell referred to the 


successful distributor of the fu- 
ture operating like an “alert and 
shrewd banker.” 

The importance of cost fact- 
finding and of research were evi- 
dent throughout the program. 

Dr. Theodore N. Beckman, Ohio 
State University, told the conven- 
tion about the coming research on 
attitudes of purchasing agents to- 
wards sources of supply of indus- 
trial hardware. This project has 
reached the stage of sending out 
questionnaires to industry. 

The value of operating state- 
ment cost analysis was explained 
by E. R. Carson, Jr., treasurer, 
Syracuse Supply Co., Syracuse, 
N. Y., as the highlight of the line 
profitability study program. 

These papers are included in the 
convention report in this issue. 

A booklet explaining how to 
make a catalog by the offset print- 
ing process was presented at the 
convention. Presentation was made 
by George C. Luken, Nashville 
Machine & Supply Co., Nashville, 
Tenn., and chairman of the Joint 
Committee on Catalogs. 

The convention opened May 22 
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with the traditional reception. 
Formal addresses were on the 
programs of May 23, starting with 
the keynote address by Hesket H. 
Kuhn, The Hardware & Supply 
Co., Akron, O. Other addresses 
were on association programs, and 
by featured speakers. 

The conference booth program 
was on May 24. Association meet- 
ings were held on May 25. 

New presidents of the associa- 
tions are: 

ASMMA, Samuel D. Conant, 
Jacobs Mfg. Co., West Hartford, 
Conn. 

NIDA, Miles I. Stray, Charles 
A. Templeton, Inc., Waterbury, 
Conn. 

SIDA, John C. Pye, Pye-Barker 
Supply Co., Atlanta, Ga. 

Featured speakers were Eric 
Johnston, president, Motion Pic- 
ture Assn. of America, and Dr. 
Kenneth M. McFarland, General 
Motors educational consultant. 

A presentation on decision mak- 
ing was given by Walter F. 


ASMMA 1960-61 officers, from left, William H. North, Paul A. Johnson, 
Samuel D. Conant, George H. Woodland, Lewis Barnard, Jr. 


Crowder, editor and publisher of 
Industrial Distribution. This was 
an address, followed by a film 
showing a simulated one-day de- 
cision session of industrial dis- 
tributors. 

Twelve manufacturers of indus- 
trial supplies and equipment re- 
ceived awards for excellence in ad- 
vertising and promotions that 
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sells the extra values provided by 
distributors. 

The awards are sponsored by 
the advertising and awards com- 
mittee of NIDA and SIDA. 

Following are the companies 
awarded plaques and officials 
who accepted them: 


Silver plaques. 

@ Lufkin Rule Co., Lewis Bar- 
nard, Jr., president. 

@ Henry G. Thompson & Son 
Co., A. W. Tucker, vice-president. 


Bronze plaques. 

For magazine advertising. 

@ Jacobs Mfg. Co., Samuel D. 
Conant, vice-president, sales. 

@ Lamson & Sessions Co., 
J. Wallace Nall, vice-president. 

@ Republic Steel Corp., J. D. 
Cavan, general manager, sales, 
bolt and nut division. 


For direct mail. 

@ Lunkenheimer Co., 
W. Pauly, vice-president. 

@ Ohio Brass Co., H. J. Clark, 
manager, valve department. 


Melvin 


For catalogs. 


@ Black & Decker Mfg. Co., 
G. H. Treslar, general sales man- 
ager, industrial automotive divi- 
sion. 

@ Columbian Vise & Mfg. Co., 
Dan C. Swander, Jr., president. 

@ Yale & Towne Mfg. Co., Fred 
Rau, sales manager. 


For unique uses of emblem. 


@ Boston Gear Works, W. R. 
Kunkel, assistant general man- 
ager. 

@ Capewell Mfg. Co., William 
C. Heard, sales manager. 





Keynote 


Triple Industrial 
Supply Convention 
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“ .. our greatest trouble will occur when 


another decline sets in. Inexperienced men 


will think lack of volume is caused by price 


situations, and here we go again...’ 


by Hesket H. Kuhn 

president 

The Hardware & Supply Co. 
Akron, Ohio 


We are on the threshold of the soaring 60’s only we 
have not begun to soar. Possibly the engines are 
being revved up, instruments checked, and the doors 
securely locked. But, we are not off the ground. 

Business is fairly good, but our profits are not quite 
what we should like them to be. Why? 

Possibly each has an answer. Here’s mine. Al- 
though most of our merchandise is not fair traded 
and does not carry a suggested resale price, it is rec- 
ognized to some degree in the industry that there is 
an established marking for the distributor. 

Now I know my next comment will not be pleasing 
to some distributors but there are in the distributing 
field those who are responsible for others not receiv- 
ing a satisfactory return on their investment or a 
return commensurate with the service they give Amer- 
ican industry. 

It is so easy to blame the other fellow. But, the 
distributor more than the manufacturer, or more than 
anyone else, is responsible for his own difficulties. If 
we get around to being fair and honest with the guy 
in the mirror, our troubles would not be so great. 

There is no satisfaction in selling at a lower price. 
There is pleasure in selling at the same price. But 
oh what a thrill there is in selling at a higher price 
by convincing the buyer that it is the right price. 

Most people, while tempted to buy at the lowest 


9 


price, really want to place their orders with men of 
integrity who give value received for the price quoted. 

The distributor today is recognized not as an indi- 
vidual but as an important cog in the machinery of 
our national economy. Many excellent articles have 
been written on the essentiality of the distributor and 
the value he adds to merchandise. 

One of the best has just come off the press. It was 
written by an Ohio State professor, Robert D. Buzzell, 
with the assistance of a grant-in-aid from our asso- 
ciations, entitled “Value Added by Industrial Dis- 
tributors and Their Productivity.” It would be a good 
idea if everyone interested in the manufacture and 
distribution of industrial supplies would obtain a 
copy and read it. 

What is ahead? 

The present upswing is two years old. If you look 
back over the flow of business for the past 100 years, 
the current upswing has about run its course. The 
average length of these upward trends has been about 
30 months. If this upswing follows the pattern of its 
predecessors it has another six months to go. But, we 
may carry on for another year or more. 

Be that as it may, we are faced with some real 
problems. Probably one of the greatest will occur 
when another decline in business starts. The inexperi- 
enced, and those who do not study business trends, 
will think that their lack of volume is caused by a 
price situation or something of a similar nature. And 
here we go again. 

The distributor must be very alert, exploring the 
possibility of new and different types of merchandise 
which have come into the market. 

When you contemplate the fact that in a certain 
industrial plant employing 24,000 people, 9,000 are 
professional and technical men, 4,500 of whom have 


HARDWARE AGE, June 2, 1960 © 37 





Bachelor degrees, then you realize that great changes 
are coming into our industry. 

What are these new and different things that will 
be coming out of the research and experimental lab- 
oratories? To contemplate what they may be staggers 
the imagination. Our products are often referred to 
as hard goods but now we sell tools, parts of which 
are made from ceramics. There is a large volume of 
paint which contains neither lead nor oil. You know 
that at one time all good paint was made from white 
lead and linseed oil. 

In analyzing sales figures, we should not be carried 
away with optimism by considering the volume in 
dollars only. We should think of units as well. If we 
take the 1947-49 period as a base of 100, the whole- 
sale durable goods dollar declined in purchasing power 
to 68¢ by 1959. If last year our sales were about 1% 
times the dollar volume of 1947-49, the sales in units 
were about the same. 

Here is a platform I would suggest for this con- 
vention. 

For the manufacturers, the distributor wants you to: 

(1) Continue to feel that the proper channel for the 
distribution of your product is through the Indus- 
trial Supply distributor. 

(2) Have adequate distribution in all trading cen- 
ters, but be selective in establishing outlets and not 
have too many. 

(3) Encourage distributors to come to your plant 
to learn more about the manufacture of your product. 

(4) When you introduce a new item tell them (a) 
what it is, (b) who should use it, (c) how to sell it. 

(5) Give careful consideration to your price struc- 
ture, providing adequate distributor margin which 
you hope they will keep. 


(6) Give consideration to a differential between the 
stocking and non-stocking distributor. 

For the distributor: 

(1) You should support to your utmost the manu- 
facturers you represent. 

(2) Avoid as much as possible duplicating lines. 

(3) If a manufacturer provides what you think is 
adequate wages, or compensation, for the service you 
give him and your customer, keep it. 

(4) Build an organization of which you can be 
proud. The success of your business depends upon 
people, not equipment, not bricks and mortar, shelv- 
ing and inventory. 

We who are approaching the sunset of our careers 
should do all we can to pass on to those following in 
our footsteps the results of our experience, directing 
their attention to the errors we have made. Unfor- 
tunately, each generation must learn some of the facts 
of life the hard way. While those individuals will 
admit that fundamentals never change, they are not 
too certain what constitute fundamentals. 

Each of these men following us should have: 

A long range plan. 

A vision of where he is going and how he expects 
to get there. 

The vision of a sound business, respected in the com- 
munity. 

Each member of his organization willing to assume 
his civic responsibilities. 

A company of which he, and everyone connected 
with it, can be proud. 

He should be different from the man who does his 
work mechanically, without wondering why or what 
he does, or the individual who is certain that he earns 
his salary but has no vision. 


How research helps you 





“ .. research of a fundamental nature 


will make for a more efficient system 


and for a better understanding of the 


system in its entirety .. .” 


by Dr. Theodore N. Beckman 


Professor of Marketing 


Ohio State University 
Columbus, Ohio 
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At no time has there been so 
much need for fundamental re- 
search in the field of distribution. 
It is such research that gets down 
to basics. Such research produces 
scientific capital from which stu- 


dents of practical business prob- 
lems of the “how” type, and busi- 
nessmen in their everyday work, 
can constantly draw. 

It is this kind of research that 
should provide answers to basic 





questions. In the case of industrial 
distribution, such questions relate 
to the contribution that the indus- 
trial distributor makes to our eco- 
nomic society, to his suppliers and 
customers: 


His choice by manufacturers for 
distribution of their goods. 


His choice by customers as a 
source of supply. 


The proper relationships that 
should govern his position in the 
distribution of industrial goods. 


Fundamental principles that en- 
hance his efficiency and enable him 
to capitalize on his differential 
advantages to the extent permitted 
by an effective and workable com- 
petitive system. 


Facts are basic tools 


Wherever possible, answers to 
basic questions should permit quan- 
tification. This would tend to min- 
mize differences of opinion and in- 
terpretation. It would permit gen- 
eralizations in the form of prin- 
ciples appropriate to the economic 
and social environment in which 
business operates today. Qualita- 
tive information, however, that 
would clarify our thinking, remove 
bias, and dispel ignorance, must not 
be discarded or overlooked. 

Scientific capital of this nature, 
the type that in the physical 
sciences has been greatly empha- 
sized since Sputnik, should provide 
every businessman the tools, basic 
ideas, and findings. He can use 
these tools in the solution of prac- 
tical problems touching upon areas 
covered by fundamental research. 
That is why many leading business 
firms have sponsored and other- 
wise encouraged this kind of re- 
search. The National Industrial 
Distributors’ Assn. and the South- 
ern Industrial Distributors’ Assn.., 
through their Research Committee, 
have been in the vanguard of this 
progressive movement. 


First report published 


“Value Added by Industrial Dis- 
tributors and Their Productivity.” 
This is the first of a series of 
projects in fundamental research 
in industrial distribution. It was 
recently published by the Bureau of 
Business Research of Ohio State 
University, under the authorship 
of Dr. Robert D. Buzzell. 

This volume presents the most 


comprehensive source of statistical 
information on industrial distribu- 
tors and their functions. It pro- 
vides data on sales, gross margins, 
value added, employment, etc. The 
statistical material is based on a 
special survey conducted with the 
cooperation and advice of the Na- 
tional Industrial Distributors’ 
Assn. and the Southern Industrial 
Distributors’ Assn., through their 
Research Committee. 

It explores fully the troublesome 
problem of defining an industrial 
distributor, his competitive posi- 
tion, his role in industrial market- 
ing, and the specific functions he 
performs. 


NIDA 1960-6! officers, from left, Warren L. 


Williams. 
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Most important, it is a pioneer- 
ing study on value added as the 
output of industrial distributors, 
for the first time carefully mea- 
sured and conceptually clarified. 

“Alternative Channels of Distri- 
bution Used by Manufacturers.” 
This is the second study in the 
series. It has been in progress for 
some time. It is a doctoral dis- 
sertation for William M. Diamond, 
now assistant professor at the 


Miles |. Stray, John D. 


SIDA 1960-61 officers, from left, R. K. Allison, J. C. Pye, T. M. Nelms. 
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University of Detroit, and is 
expected to be published by the 
Bureau of Business Research of 
Ohio State University. 

The principal objectives of this 
study are: 

(1) To establish, on a factual 
basis, the position taken by manu- 
facturers of industrial machinery, 
equipment, and supplies with re- 
spect to the use of alternative 
channels of distribution. 

(2) To determine how manu- 
facturers have reached their de- 
cisions in regard to the use or non- 
use of industrial distributors for 


the distribution of their products. 

(3) To present a critical analy- 
sis of manufacturers’ bases for 
decisions regarding the use of a 
particular channel of distribution 
for their products. Wherever pos- 
sible, data will be obtained on this 
point to ascertain the relative costs 
of the alternative channels, as well 
as important facts of a qualitative 
character. 

(4) To get as much light as 
possible on margins allowed indus- 
trial distributors on products or 
product lines on which the manu- 
facturer quotes suggested resale 
prices, bases for determination, 
changes in margins, and trends 
in margin size. 

As a basis for developing a 
questionnaire to members of the 





President 
*Samuel D. Conant 
Jacobs Mfg. Co. 
West Hartford, Conn. 


First vice-president 
*Paul A. Johnson 
Dake Corp. 

Grand Haven, Mich. 


Second vice-president 
*George H. Woodland 
Chain Belt Co. 
Milwaukee, Wis. 


Secretary 
*Lewis Barnari, Jr. 
Lufkin Rule Co. 
Saginaw, Mich. 


Treasurer 
*William H. North 
Ferry Cap & Set Screw Co. 
Cleveland, Ohio 


Business manager 
W. B. Thomas 
Hunter-Thomas Associates 


Cleveland, Ohio 


Executive committee 
The president, vice-presidents, 
secretary, treasurer, and 
*Everett Addoms 
Besly-Welles Corp. 
South Beloit, Ill. 


*Edward R. Burkardt 
J. H. Williams & Co. 
Buffalo, N. Y. 





1960-1961 officers of the 


American Supply & Machinery Manufacturers’ Association 


(Triple Industrial Supply Convention 
May 25, 1960, Chicago) 


* Newly elected 


*E. L. Jackson 
Aro Equipment Corp. 
Bryan, Ohio 


*J. F. Whitcomb 
Minnesota Mining & Mfg. Co. 
St. Paul, Minn. 


*John F. Reed 
Manning, Maxwell & Moore, 
Ine. 


Stratford, Conn, 


Sydney E. Cowlin 
Eaton Mfg. Co. 
Cleveland, Ohio 


William K. Downey 
Skil Corp. 
Chicago, Ill. 


William A. Ferguson 
Standard Electrical Tool Co. 
Cincinnati, Ohio 


William B. Ilko 
American Chain & Cable Co. 
York, Pa. 


Frederick T. Keeler 
Carborundum Co. 


Niagara Falls, N. Y. 


W. R. Kunkel 
Boston Gear Works 
Quincy, Mass. 


Donald L. Price 
Norton Co. 
Worcester, Mass. 
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Robert C. Fernley, NIDA executive 
secretary, who reported on associa- 
tion achievement through coopera- 
tive activity. 


American Supply and Machinery 
Manufacturers’ Assn., Mr. Diamond 
has had depth interviews with 47 
manufacturers in the Fourth 
Federal Reserve District and in 
Michigan. The sample for selecting 
the firms was designed scientifically 
to obtain as complete objectivity 
as possible. 


On the basis of the information 
thus obtained, a questionnaire has 
been prepared which is still in 
process of study and further re- 
vision. It is hoped that this ques- 
tionnaire will soon be in shape for 
printing and mailing. It is further 
hoped that manufacturers will give 
it the early and careful attention 
which its painstaking preparation 
and expected results deserve. 


“Choice of Sources of Supply by 
Industrial Purchasing Agents.” A 
third fundamental research project 
now in process deals with alter- 
native classes and specific sources 
of supply by industrial purchasing 
agents. 


Instead of merely paying lip 
service to the now widely recog- 
nized marketing concept a _ real 
effort is to be made in this study 
to ascertain the thinking, actions, 
motivating forces behind such 
actions of the industrial distrib- 
utors’ customers. Most of this 
information is to be obtained 
through interviews with industrial 
purchasing agents and others con- 
cerned with purchasing policy. 





This study has been undertaken 
by Bruce E. MacNab for a doctoral 
dissertation. It is to be conducted 
under the direct supervision of his 
adviser (Prof. Theodore N. Beck- 
man) and general supervision of 
the faculty committee on research 
in industrial distribution for pub- 
lication purposes, and with the full 
cooperation of the research com- 
mittee of the two industria] dis- 
tributors’ associations, and such 
associations of purchasing agents 
as will enter into the venture. 

Two other research projects are 
contemplated. One has been formu- 
lated only with respect to general 
principles and _ objectives. The 
other is in the initial thinking 
stages. 

It would be premature to report 
on any of these at this time. Much 
work remains to be done before 
we even engage in discussions with 
the research committee of the two 
industrial distributors’ associa- 
tions. 

All that can be said along this 
line is that there is still ample 
room for fundamental research in 
the field of industrial distribution. 


Conference booth program begins with cutting of ribbon, left to right, L. D. 
Montague, president SIDA; Fred C. Emerson, president ASMMA; Wallace 


H. Campbell, president NIDA. 


Planning for progress 





by E. R. Carson, Jr. 
Treasurer 

Syracuse Supply Co. 
Syracuse, N. Y. 


At Syracuse Supply Co. we 
punch tabulating cards for each 
product line on invoices of more 
than $25. 


“..I hope your interest in cost studies 


has been encouraged; thus, you are taking 


a forward step and gaining the respect of 


the manufacturers you represent...” 


This card shows a customer num- 
ber, a sales territory number, a 
product line number, sales dollars, 
cost (hence gross profit), and the 
number of lines of billing involved. 

Since we restrict our detail 
analysis to invoices of more than 
$25, we have the problem of ob- 
taining annual data on this un- 
analyzed portion of our sales. To 
get this, we make a complete sur- 
vey for one month of the year. We 
cost and code all invoices under 
$25. The result of this one-month 


statistical sampling is converted to 
an annual basis. This statistical 
sampling has proved quite accurate 
over a period of several years. 

I am sure that whether or not 
you have tabulating equipment, you 
can devise some easy way to ob- 
tain the necessary facts for a Sim- 
plified Operating Statement Cost 
Analysis. 

I would like to comment on sev- 
eral general aspects of the use of 
Sosca. 

First, the Sosca formula is based 
on actual total sales, total lines of 
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billing and total expense by cate- 
gory. It insures your allocating 
all costs to each segment of sales 
uniformly. You are giving weight 
only to variations in the number 
of lines of billing and in sales dol- 
lars. If your profitability studies 
are directly at a full range of prod- 
uct lines for which you have com- 
piled sales, gross profit, and line 
of billing data you can be sure 
your total operating costs have 
been assigned. 


A guidepost to profits 


Second, the Sosca formula was 
never intended to prove empirically 
that the contribution to profit of a 
given sales segment is the exact 
figure shown. The formula merely 
points up the relative profitability 
of the sales segment under review. 
It does give substantial weight, 
however, to the effect on cost of 
average dollars per unit of sale 
and the number of lines of billing. 

Third, the fixed-variable alloca- 
tion percentages under Sosca are 
frequently questioned. Your Rela- 
tive Profitability of Lines Commit- 
tee has available on request a 
memo on the validity of the Sosca 
breakdown of operating expenses 
to a fixed charge per line of billing 
plus a variable percent of sales. 


A forward, progress step 


One of the best ways to clarify 
thinking about fixed-variable ex- 
pense ratios is to recognize that 
as sales volume rises or falls, most 
expenses do not shift in the same 
proportion. But rather only part 
of a proportionate change can be 
controlled, or in Sosca terms 
classed as variable. 

Finally, when using the formula 
to analyze specific orders, the com- 
plaint is sometimes leveled at Sosca 
that the results being based on 
averages do not always clearly 
evaluate extreme situations. Here 
we tread on the rather debatable 
ground of weighting. 

I hope that your interest in 
Sosca, and in a study of costs by 


42 e HARDWARE AGE, June 2, 1960 


any technique, has been encour- 
aged. Thus, you have taken a for- 
ward step in your planning for 


progress and in gaining the re- 
spect of the manufacturers you 
represent. 





President 
*Miles I. Stray 
Charles A. Templeton, Inc. 
Waterbury, Conn. 


First vice-president 
*John D. Williams 
Mau-Sherwood Supply Co. 
Cleveland, Ohio 


Second vice-president 
*Warren L. Foss 
M. L. Foss, Ine. 


Denver, Colo. 


Executive secretary 
Robert C. Fernley 
Philadelphia, Pa. 


Secretary 
Robert G. Clifton 
Philadelphia, Pa. 





1960-1961 officers of the 
National Industrial Distributors’ Association 


(Triple Industrial Supply Convention, 
May 25, 1960, Chicago) 


Board of governors 


* Newly elected 


Thomas W. Norris (Area 1) 
Tracy, Robinson & Williams 


Co. 
Hartford, Conn. 


*David B. Voorhees (Area 2) 
R. C. Neal Co. 
Buffalo, N. Y. 


Paul D. Rickman (Area 3) 
Bard Tool & Equipment Co. 
Kalamazoo, Mich. 


L. P. Russon (Area 4) 
Vonnegut Hardware Co. 
Indianapolis, Ind. 


*Elbert R. Gilbert (Area 5) 
Pratt-Gilbert Hardware Co. 
Phoenix, Ariz. 


F. W. Nelson (Area 6) 
Garrett Supply Co. 
Los Angeles, Calif. 











President 
*John C. Pye 
Pye-Barker Supply Co. 
Atlanta, Ga. 


First vice-president 


*Rufus K, Allison 
Charlotte, N. C 


Second vice-president 
*Tom M, Nelms 
Wessendorff, Nelms & Co. 
Houston, Texas 


Secretary-treasurer 
Allen W. Hill 
Atlanta, Ga. 


Executive committee 
Cc. R. Dent 


Co. 
Bassett, Va. 





1960-1961 officers of the 
Southern Industrial Distributors’ Association 


(Triple Industrial Supply Convention 
May 25, 1960, Chicago) 


Industrial & Textile Supply Co. 


Blue Ridge Hardware & Supply 


* Newly elected 
** Immediate past presidents 


*George W. Anderson 
Gastonia Mill Supply Co. 
Gastonia, N. C. 


*B. B. Lowe 
Bert Lowe Supply Co. 
Tampa, Fla. 


G. R. MeCalla 
Industrial Supplies, Inc. 
Memphis, Tenn, 


*J. M. Kinabrew, Jr. 
Standard Hardware & Supply 


Co. 
New Orleans, La. 


*John A. MacLaren 

Oliver H. Van Horne Co. of 
Fort Worth 

Fort Worth, Texas 


**L. D. Montague 
B. L. Montague Co. 
Sumter, S. C. 


**H, B. Tonsmeire 
Turner Supply Co. 
Mobile, Ala. 
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puts pep in a store 


Here are some fresh promotional ideas for your next sales 


event, from a dealer who recently put on a 90th birthday sale. 


Your next sale will sparkle if you create excitement 
in your store. 

Crowds love a show. They will throng to a store 
that creates the impression that something is hap- 
pening every minute during a sale. 

This was what Lowe’s Hardware had in mind for 
its recent 90th birthday sale. And the city of Ogden, 
Utah, responded throughout Lowe’s four-day event. 

Here are some of the things Lowe’s did to build 
trade enthusiasm: 


@ Transformed its 60-car parking lot into a lively 
display-demonstration arena, featuring: 

(1) Lounge chairs, chaises, umbrellas, and barbe- 
cue equipment. Beef and fowl were cooked, and 
served, on the spot. 

(2) Dolls, pools, and other children’s play goods. 
Parents were urged to let the kids enjoy themselves. 


@ Played up the live entertainment and customer 
participation angle, for example: 

(1) Customers entered their animals in a dog show. 

(2) The Ogden Square Dance Club performed in 
full Western costumes. 

(3) A crack ROTC drill squad gave precision 
marching exhibitions. 

(4) An All-American football star was used as a 
demonstrator of power equipment. 


@ Had merchandise specials and prize incentives 
such as: 

(1) A gift for every visitor who was 90 years of 
age or older. 

(2) Bargains in every department. These items 
were selected for price reductions on a basis of slow 
movement or too many in stock at the time of the 
sale. 

Lowe’s is noted for aggressive management, in the 
person of M. Joe Etchingham. The store was fully 
remodeled a few years ago, at a cost of $100,000. 

This remodeling, coupled with strong promotions 


such as the 90-year event, has raised Lowe’s volume 
by 300 percent since 1958. 

Lowe’s is known as one of the older hardware stores 
in the West. Founded at Corinne, Utah, in 1869, it 
moved with railroad expansion into Ogden in 1879. 

The store has thrived ever since, not by being con- 
tented with a successful operation, but by growing 
and changing with the times. @ End 


Manager Etchingham checks his windows before opening 
Lowe's doors on its 90th anniversary sale. 








The Schwering store has a deep front permitting effective outside displays. 


Putting a mailer to work 


How a dealer cashes in on the total potential of a mailer to bring 


traffic to his store, then to interest the customers in buying. 


There’s a hardware dealer in Palmyra, N. J., who 
believes that if you’re going to use a merchandising 
idea you might as well do it right. That is Dick 
Schwering’s philosophy concerning broadsides. 

Mr. Schwering believes there are two key steps to 
getting more traffic from a broadside: 

(1) Make sure the mailers get into enough homes, 
and the right kind of homes. 

(2) Own enough stock, and have it prominently 
displayed. 

Schwering Hardware distributed a Spring Bar- 
gains mailer in late March. The mailers were supplied 
by Liberty Distributors, Philadelphia. 

Dick Schwering rolled up his sleeves and went to 
work to make certain his mailer would do a job for 
his store. 

First, he had 800 mailers delivered to nearby homes 
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by selected carriers. Another 200 mailers were kept 
for distribution in the store. 

The homes were chosen in well-kept communities 
where pride in lawns and dwellings would make the 
owners good hardware customers especially for spring- 
time merchandise. 

Second, Mr. Schwering cleared both sides of his 
foremost gondola, directly in front of the entrance. 
This gondola was loaded with ample quantities of 
each of the more than 50 items in Liberty’s mailer. 
Sale pennants were strung overhead. 

A special sign was attached to each item displayed. 
These signs listed the item and prices boldly. The 
whole display unit had the look of special activity and 
special prices. 

Every customer that entered the store was immedi- 





Two sides of a four-shelf gondola packed with broadside merchandise. 


ately exposed to the sale merchandise. 

The outside of the store was given a sale atmos- 
phere, too. 

“When a carefully distributed broadside has all of 
the elements of timing, price and merchandise assort- 
ments, depth in stock, and display priority, only a 
siege of bad weather can keep it from being effective 
and profitable,” Dick Schwering says. 

Colored pennants, colorful sale signs, and spring 
merchandise displays told passing motorists and 
pedestrians that something was happening in this 
store. 

The items in the broadside were mostly specials at 
sale prices. While these specials represented real value 
to Schwering’s trade, all of them carried substantial 
profit margins in the 30-40 percent range. ®@ End 


That's promotion-minded Dick Schwering (right) dis- 
cussing sale items with Henry Schwering and one of the 
first customers for broadside items. 
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Closed season on sales? 


Are there closed seasons on selling? Take 


fireplace equipment. This traditional seasonal 


line can be promoted throughout the year. 


More and more dealers are learn- 
ing that it’s foolish to put a sea- 
sonal limit on profits from fireplace 
equipment. A Texas dealer provides 
a good case in point. 

Joe Canant, the appliance man- 
ager of Lion Hardware Co. in Abi- 
lene, reports: “We used to sell fire- 
place equipment in the fall and win- 
ter only. 

“We advertised it during those 


seasons and talked it up only at that 
time. When our efforts slowed 
down, so did sales. 

“Now we promote this category 
the year round. With sales running 
about $30,000 annually, balanced 
throughout the year, this section 
cannot be called seasonal in any 
sense of the word.” 

The firm features a floor display 
on the main floor, to the left of the 


Here's the reason for year-round profits in hearth goods. Close to 
11/ million young couples getting married per year in the 1960's, and 
between 7 and 11/5 million new homes being built each year. 
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store entrance. Lighting is care- 
fully provided and convenient aisle 
space is available on all four sides 
of the display. Browsing is en- 
couraged. 

Features of the display are at- 
tractive arrangements of sliding 
screens, the department’s most 
popular item; fire tool sets, and 
andirons. 

A 30-in. advertisement is used 
three times a month in the Plains- 
man, a weekly paper. Regular ads 
appear in the Abilene Home Jour- 
nal for city and rural home owners. 
Radio and television programs are 
also used for spot announcements. 

In each of the ads, seven or eight 
fireplace items are featured, and 
then changed in the next sales pro- 
motion placed in this medium. 

Attractive, brightly-colored fold- 
ers on fireplace goods are used lib- 
erally as bill stuffers. The folders 
are obtained from manufacturers 
and are placed regularly in the 
statements mailed out by the firm. 
The manager reports an excellent 
response on this. 

Mr. Canant says: We don't 
debate whether we will use these 
mailing folders or not when it 
comes to sending out statements. 
They are a “must” now in our mer- 
chandising policy in handling fire- 
place goods 12 months a year. 

Another highly profitable and 
related source of sales is from the 
builders’ hardware department. It 
is operated in the mezzanine area 
of Lion Hardware. 

Mr. Canant says: “No oppor- 
tunity is lost to obtain prospects 
from building hardware accounts 
and leads. We have contact with 
contractors, carpenters, and others 
in building activity, over a wide 
area. 

“The store has become known 

(Continued on page 78) 
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John Shamblin (left) rents pipe cut- 
ting and threading tools. 


Tool rentals 
build profit 3 ways 


A dealer cites the three ways rentals have helped 


his business. Hardware Age aids can help you, too. 


There are three reasons why Shamblin Hardware, 
Summerville, Ga., rents tools and machines: 

First, it does away with the borrowing evil. 

Second, it is profitable in its own right. 

Third, it develops customers for the sale of new 
merchandise. 

“Before we began the service,” says John Shamblin, 
partner with his brother Hugh, “we occasionally lost 
a tool by loaning it. I recall especially that we lost 
three drills by loaning them out. The borrowers moved 
from the city, or somehow we lost their names and ad- 
dresses. 

“So we put in a schedule of rentals and set aside 
tools for that purpose. It is now common to get $10 
or more a day for rentals. 

“Some of the items which we rent are hand saws, 
power saws, portable sanders, pipe drills and cutters, 
post hole diggers, shovels, mattox, floor polishers and 
sledge hammers. 

“We have a schedule of charges according to the 
value of the tools and the hours used. For instance, a 
power saw is $2.75 for eight hours, and a vibrating 
sander is the same. A floor polisher is $1 per day 
and a post hole digger 50 cents a day.” 

Mr. Shamblin says the average customer uses a 
rental tool only a day or less. If the customer finds 


he uses a tool quite often, then he becomes a prospect 
to buy one. 

In this connection, Shamblin carries a complete 
line of brand name power tools in depth, including 
abrasive kits and other accessories. Mr. Shamblin 
said his best customers for this line are building con- 
tractors, but the public also buys them for individual 
workshops. 

“The hardware store is the logical place for a per- 
son to go, whether he wishes to rent or buy a tool, ma- 
chine or appliance, and we strive to serve that need,” 
says Mr. Shamblin. “We have found it quite profitable 
to do so.” @ End 


Editor’s note 

Hardware Age has helped many dealers get into 
the tool rental business. A special reprint of the 
12-page Rental Guide is available to help you get 
started. Price: 25¢, postpaid. Also, there are still 
some copies available of a chart which lists all of 
the most popular items and suggested rental fees. 
Price: 10¢. postpaid. A third form, a record form 
covering all bookkeeping data on rental tools, will 
be sent on sample upon request, together with quan- 
tity prices. Send cash or check to Reader Service 
Dept., Hardware Age, 5601 Chestnut St., Philadel- 
phia 39. 
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4 display ideas 


to help you make more sales 


Here are four useful display ideas that will help you solve space and merchandising 
problems. These innovations are at Haynes Hardware Co., Murfreesboro, Tenn. 
This dealer feels that other dealers should experiment to get more value out of 
limited display areas. In the accompanying photographs you will see how a few 
dollars have proven a good investment in versatile, compact displays. You will also 
see how a simple merchandising concept is used to move an assortment of items. 


Castors make bulk 
seed racks mobile 


Heavy castors give bulk seed 
bins the same mobility as pack- 
aged seed displays. This unit is 
moved next to packaged seeds 
outside of the main entrance 
each morning. Formerly, seed 
customers had to shop the front 
and back of store to get all the 
seeds they wanted. Now, more 
bulk seeds are sold on impulse. 
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A mix ’n match 
display pays off 

A take - your - pick display of 
items at a common price need 
not be confined to 88¢ hand tools 
or baskets. Gifts and house- 
wares can be mixed at a price 
such as $1.25 each, perfect as 
bridge prizes and for similar 
events where cute, low priced 
items are needed. It takes just 
a few minutes to cull similarly 
priced items from assorted dis- 
plays, clear a counter for them, 
and hand letter your sign. 


Rack for trays 


reduces damage 


Plywood compartments hold 
large assortments of trays with- 
out stacking them and risking 
damage. These bins are made of 
% in. plywood sheets, set 6 in. 
apart under a sidewall counter. 
Quarter-round molding grips 
the bases. Angle irons hold tops 
firm. Each section holds up to 12 
trays, to a height of 24 in. Cus- 
tomers can hunt and pick more 
quickly, without damaging 
samples. 


Easy to build 
counter railing 

A display railing is made 
from eaves - trough screening, 
with: bolt-on flaps for quick 
mounting to counter tops, con- 
verting flat-topped counters into 
large bins. Screening is prefer- 
able to glass, under certain con- 
ditions. It is shatterproof and 
adjustable for height, and can 
be moved quickly. 








Re oe - 
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Owner B. E. Olsson believes each dealer should have at least one 
specialized line. His is masonry tools. 


It pays to specialize 


A dealer finds extra traffic and profit through 


expanding masonry tools, a growing specialty line. 


Every hardware dealer would do 
well to have a reputation for spe- 
cializing in some one section, be it 
drapery hardware, or pet supplies. 

Masonry tools are important both 
profitwise and as a builder of extra 
traffic at Olsson’s Hardware, Salina, 
Kan. 

A complete selection of all shapes 
and sizes of masons’ and plasterers’ 
trowels is maintained, as well as 
, other tools and equipment used in 
the trade. 

Some 12 linear feet of the hand 
tools’ department is given over to 
masonry tools. It is hard to name 
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any tool in this category that can’t 
be found there, and good display 
makes them attract customers’ at- 
tention. 

Owner B. E. Olsson explains, “The 
department is one that has grown 
gradually to its present complete- 
ness. 

“Over the years we have made 
note of requests from men in this 
trade, and exerted special efforts to 
obtain and stock hard-to-find items 
for them. 

“In time, we came to be known 
throughout the trade as a full 
source of supply. 


“Customers now come from as 
far away as Wichita, nearly 100 
miles distant, for masonry tools for 
which they tell us they have hunted 
for all over the larger city. 

“Although the demand for these 
tools is largely a professional one, 
we help customers who want to do 
this work at home by advising them 
on the choice of tools, materials and 
methods,” Mr. Olsson says. 

The fact that this masonry tools 
section is so complete is helpful to 
the store in many ways. Customers 
that it draws buy other items in the 
store. The reputation for having 
things in this section which can’t be 
found elsewhere instills general con- 
fidence in the store. 

Thus, making this specialty sec- 
tion outstanding has been of inesti- 
mable value in attracting traffic, in- 
creasing sales volume, and building 
a reputation for the store. @End 





ae 8 build store traffic 


Here's a cross section of giveaways now in effective use in many hardware 


stores. 


Many dealers faced with a tight advertising budget are 


finding giveaways effective, inexpensive, lasting advertising. 


Many dealers are turning to giveaways as a rela- 
tively cheap form of advertising. 

These dealers favor giveaways for several reasons: 

@ The personal touch. Giveaways are delivered in 
person, as a rule, and actually amount to a gift from 
dealer to customer. 

@ The lasting quality. A ball point pen or plastic 
salt shaker may have a life of more than a year. 
Each time it is used, the ad message gets across 
again. 

Imprinted pencils or illustrated calendars may cost 
several dollars a gross, how can this be called “rela- 
tively cheap” advertising? 

There are three answers to this: 

First, giveaways are handed out or mailed out 
selectively. There’s little waste distribution. In effect, 
you aim with a rifle instead of a shotgun. 

Second, because most giveaways have a life of from 
months to years they have a high repeat value, equal 
to the same ad run many times. 

Third, the giveaway will be seen by many others. 
For example, when your calendar hangs in a barber- 
shop or bowling alley, dozens or hundreds of prospec- 
tive customers will see it every day. 

Where can you price giveaways? Look under “ad- 


vertising specialties” 
telephone book. 

What are the most common giveaways? These items 
are favorites: 

@ Calendars, wall—desk—wallet. 

@ Measures, stick—tape. 

@ Plastic novelties, scrapers—key cases—wallets— 
kitchen gadgets—coin purses, etc. 

@ Memo pads, desk—pocket—wallet. 

@ Matches, book—box—novelty. 

@ Writing aids, pocket sets—pencils—pens. 

@ Office gadgets, thermometers—staplers, etc. 

Customers whose gifts wear out will promptly ask 
you for another. They never forget where they got 
the handy pocket set or key case. 

And many customers feel privileged to receive these 
giveaways. They know that most dealers are selective 
in handing them out. 

Giveaways are novelties, with little true cash value, 
but they multiply their value in steady use, te both 
you and the customers. 

If your budget for advertising is limited to some- 
thing less than regular newspaper space, but more 
than postcards, perhaps giveaways deserve a test in 
your store. ® End 


in the yellow pages of your 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 59, and mail 


Item 1 


Plywood cutting saw blades 


Three sizes of Disston plywood 
cutting circular saw blades, 614, 


714, and 8-in. dia blades, fit 16 
makes of portable electric saws plus 
bench and radial arm machines. 
They come individually packed six 
in a self-service dispenser, two each 
of the three diameters. The 6% 
and 7%4-in. blades retail for $6.40 
per blade and the 8-in. blade sells 
for $7.50. Your cost for the display 
is $27.07. Disston Div., H. K. Porter 
Co., Dept. HA, Philadelphia 35, Pa. 


Item 2 
New 25-lb capacity scale 


Hanson’s new all-purpose scale 
has a glass-protected dial. The 5% 
in. square platform is seamless steel 
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and is removable for cleaning. An 
adjuster screw allows re-setting 
pointer to zero for scoop or con- 
tainer. It has a capacity of 25 lb 
graduated by ounces. The dial is 
64-in. in diameter and has black 
figures on white. The No. 400 scale 


comes in white baked enamel with a 
red or black platform. Hanson 
Scale Co., Dept. HA, Northbrook, 
Til. 


Item 3 
Paint brush counter display 


You can display a full line of 
Bentzinger paint brushes with this 
Windmill unit that requires 18-in. 
of floor or counter space. Forty 
hooks hold 200 brushes. The floor 
model is 5-ft high and the counter 
model, without a section of the pipe 
base, is 44-in. tall. This display is 


free with the net purchase of $150 
worth of paint brushes. Bentzinger 
Bros., Inc., Dept. HA, 317 N. Third 
St., St. Louis, Mo. 


Item 4 
Four decorated bowl sizes 


Colorful polka dots decorate these 
new lightweight Hazelware bowls 








Here is a quick Check 
List of items described 
in the following pages 


for mixing, serving and storing. 
These bowls come in sets of four 
sizes and they nest. They are also 
available in a green ivy pattern and 
in white. The polka dot bowls come 
in 5, 6, 7 and 8-in. sizes with brown, 
yellow, turquoise and orange dots 
respectively. They are available 
packed bulk and in 4-pe sets. Four 
piece sets with polka dot or ivy 
designs retail for about $1.19 a set. 
Hazel-Atlas Glass Div., Continental 
Can Co., Dept. HA, Wheeling, West 
Va. 


Item 5 

Venetian blind repair kit 
Repair-A-Venetian Blind kit con- 

tains 12 high density polyethylene 

plastic repair strips for cotton or 

plastic tapes, 24 attaching pins and 


instructions. No tools are necessary 
with this Travco kit. It is blister 


packed and retails for 39¢ a kit. 
Twelve cards come in a carton. 
Travco Plastics Co., Dept. HA, 1041 
E. 46th St., Brooklyn 3, N. Y. 


Item 6 
Relabeled insecticide line 


Black Flag’s 1960 line of insecti- 
cide packages have been _ rede- 
signed. New labels designate spe- 





Quick Index 


to Buying Check List 





[] Plywood cutting saw blades . 
[] New 25-lb capacity scale .. 
[) Paint brush display ........ 
[] Four decorated bowls 

[] Venetian blind repair kit 
[] Relabeled insecticides 

[] Shears and scissors panel ... 
[] Power tool floor display .. 
[] 40-in. long garden duster 
[] Rechargeable battery unit 
[] Low-priced drawer slide 
[] Two reel power mowers .... 
[] Grass shears adjust tension 
[] Two-wing toggle bolts 

[] Varnish brush display 

[] Low-cost, lightweight grill . 
[] Pastel-tinted light bulbs ... 
”} Air-conditioner filter 

[] Power tool cord lock 

[] Long spools on three lines 
[}] Jar, can, bottle opener .. 
[] Fireplace accessories line 
[] 4color revolving beacons 
[] Rack for colored markers . 
[] Improved paint products . 
[} Hedge-trimmer attachment 
[] Wide angle door viewer 
[_] Automatic can opener .... 
[] Decorated beverage servers 
[] Power mower grass catcher 
[] Carbide tool preservative 
[] Deluxe 20-in. bicycle 

[) Silicone water repellent __.. 
[] Plastic airplane models _. 
[] Repackaged pool cleaners 
[] 14-0z insulated tumblers | .. 
[] Diesel fuel conditioner _.. 
[] 23-pe electronic tool kit 

[] Guitar with carrying case . 
[] Low-cost paint brushes ... 
C) Drill with ball bearings .. 

[] Juvenile table, chair set .. 
[] Eight colored flashlights 

[] Tubular glass spinning rod 
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Eighteen new candle colors . 
Two-speed, all-purpose fan .. 
Brass flush ring catch 
Semi-automatic handgun .. 
Six redesigned duck decoys . 
Line of woodworkers’ vises 
Improved lawn mower spray 
Underground sprinkler head . . 
Ultra long range cartridge 
Three bowls in Lazy Susan . 
Multi-color spray paint 
3-piece table service set . 
1960 electric blankets 
Multiple outlet assembly 
Fast-drying latex paint 
Freezer goods island .... 
Carded sabre saw blades 
Two ice picks on cards .. as 
Display board for nails ........... 
Colonial color paint line 
Screw drivers-hammer tool 
Windshield type boat cover 
Balicocks, shank extender 
Chain saw sales portfolio 
Floor finishing folder ... 
Pump broadside-wall chart 
Flasher catalog sheet .. 
Wrought iron literature 
Pipe insulation kit data . 
Joist hanger literature .. 
Double-action hinge data 
Drill and reamer catalog ... 
Room heater literature .. 
Dehumidifier bulletin 

Bell and gong catalog .._._. 
Hobby tool buying guide __.. 
Screw driver literature .... 


NEW EQUIPMENT FOR STORES 
[] Automatic swinging gates 6eis 
[] Hand truck for appliances... _... 
[] Staple and stitch remover ._. 
[] Gondola superstructure unit . 
[} Decorative lamp fixtures 
[] Adjustable shelving line 
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cific products for specific purposes 
and provide instructions for use. 
Uniformity of design gives a fam- 
ily resemblance to the products. 
Boyle-Midway Inc., Dept. HA, 22 
E. 40th St., New York, N. Y. 


Item 7 
Shears and scissors panel 


Wiss’ HD-204 counter or wall 
panel accommodates a basic starter 
shears and scissors assortment of 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


the Ten Top Sellers. Included are: 
dressmakers’ shears, scalloping 
shears, trimming shears, pinking 
shears, embroidery scissors and 
sewing scissors. The display has 
pilfer - resistant hooks that hold 
extra stock if needed. Each kind of 
scissors is described and priced on 
the display which is 16% x 1% x 
20 in. J. Wiss & Sons Co., Dept. 
HA, Newark 7, N. J. 


Item 8 
Power tool floor display 


You can promote sales of power 
tools with this Ram wooden floor 
display. It attracts attention to 
tools displayed on perforated panel 
under a colorful head. This unit 
displays a combination of tools and 
kits. It can be changed around and 
the bottom shelf has room for dis- 
play or stock. Model FD is 61-in. 








high and uses only 3 ft of floor 
space. Ram Tool Corp., Dept. HA, 
411 N. Claremont, Chicago, Ill. 
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Item 9 
40-in. long garden duster 


Chapin’s Crystal Duster has a 
transparent dust chamber and an 
18 x 1%4-in. pump. The duster is 
40-in. long and it is possible to dust 
easily without stooping. An angle 
nozzle applies dust to upper or 
under side of leaves and is remov- 


able for heavy volume dusting. 
R. E. Chapin Mfg. Works Ine., 
Dept. HA, 29 Liberty St., Batavia, 
Me 2. 


Item 10 
Rechargeable battery unit 


Policemen, repairmen, meter 
readers and outdoor sportsmen are 


RECHaRG : 
Po hiGiT sete gr 


6 “ye 


traffic for Sonotone’s FC-3  re- 
chargeable flashlight battery car- 
tridge. The new cartridge provides 
three hours of light on a 16-hour 
charge when used with a PR-4 or 
PR-6 bulb. It is recharged by in- 
serting the prongs in a 110-volt 
AC outlet. This heavy duty model 
fits in most flashlights or other de- 


vices using two “D” size cells end 
to end. It can be recharged hun- 
dreds of times. Retail price is 
$9.95. Battery Div., Sonotone 
Corp., Dept. HA, Elmsford, N. Y. 


Item 11 
Low-priced drawer slide 


This low-priced drawer slide, 
called the Ajax No 650 Mono Rail, 
requires a minimum of adjust- 
ment. All bearing surfaces of the 
drawer rest on rollers. The front 
rollers are extra large and flanged. 
All parts are made of heavy gage 
steel, heavily plated with a zinc 
finish. The rear bracket is revers- 
ible and there are “L” shaped 


screw slots for vertical or horizon- 
tal adjustment. An automatic 
warning stop is built into the 22% 
in. long rail. Ajax Hardware Corp., 
Dept. HA, 825 S. Ajax Ave., City 
of Industry, Calif. 


Item 12 
Two reel power mowers 


Two new reel power mowers, the 
Pennsylvania Deluxe 21 in. and 
the Exeter 18 in., have been added 
to the Pennsylvania line. The De- 
luxe model has a die-cast aluminum 
2-hp engine. Automatic recoil 
starters are on both models. Mow- 
ing reels on both models consist of 
five self-sharpening, steel cutting 
blades. Throttle and clutch con- 
trols are on the handles of both 
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units. Frames for the two models 
are made of gray iron. Pennsylva- 
nia Power Mower Div., American 
Chain & Cable Co., Dept. HA, Ex- 
eter, Pa. 


Item 13 
Grass shears adjust tension 


These Snap-Cut grass shears fea- 
ture a special blade tension device 


that automatically adjusts the 
blades to the toughness of the 
grass. Other features on these 
Smith shears are plastic grips and 
a position catch that locks handles 
and blades when shears are not in 
use. They retail for $2.95. Seymour 
Smith & Son, Inc., Dept. HA, Oak- 
ville, Conn. 


Item 14 
Two-wing toggle bolts 


This Arro two-wing toggle bolt 
comes in diameters from % in. 
through % in. The toggle wings 
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spring open when the hollow area is 
reached providing excellent anchor- 
ing qualities. This bolt is full- 
threaded for different wall thick- 
nesses and the trunnion nut is 
tapped oversize. Round, flat and 
mushroom screw-head types are 
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available. These toggle bolts are 
zinc plated. Arro Expansion Bolt 
Co., Dept. HA, Marion, Ohio. 


Item 15 
Varnish-type brush display 


Hanlon & Goodman’s line of Sil- 
ver Crest Marina varnish brushes 
made of natural German Bristle are 


now available in a metal display. 
The assortment contains 36 brushes 
in seven popular sizes for small 
craft painting maintenance. Includ- 
ed are six each of 1, 1%, 2, 2% and 
3-in. sizes and three each of 3% 
and 4-in. brushes. This display rack 
is free when you buy the Marina 
assortment. Hanlon & Goodman Co., 
Dept. HA, 2-12 Main St., Belleville, 
Ndi 


Item 16 
Low-cost, lightweight grill 


You can use Sexton’s low-cost 
Diner-Mite Grill as a summer sales 


om 
a 
a 
Z 


leader to promote your outdoor liv- 
ing lines. This unit features an 80 
sq. in. live cooking area, wind 
screen design, built-in draft ports 
and a metallic finish. The grill is 
colorfully packaged for display on 
counters or islands. Each package 
weighs less than two pounds. Sez- 
ton Can Co., Dept. HA, Everett, 
Mass. 


Item 17 
Pastel-tinted light bulbs 


A line of Beauty Tone tinted 
bulbs in pink, aqua and candlelight 
are now available in Westinghouse’s 
cylindrical shape Eye Saving bulbs. 
These bulbs are available in 60 and 
100 watt size retailing for 35¢ each. 
Lamp Div., Westinghouse Electric 
Corp., Dept. HA, Bloomfield, N. J. 


Item 18 
Air conditioner filter 


Fram’s germicide-treated air fil- 
ter is now packaged for home re- 
placement of air conditioner fil- 
ters. This Permachem-treated filter 
comes in a cut-it-yourself form to 
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NOW... 
the superlative 
you would 


Here is the superlative 
new idea you would expect 
from the experienced moulder . . . 

a wholly new idea in ice chests and 
ice buckets ... the NEW LIFE-LIKE 
coolers for the fun season. 

& 

Keeps ice, keeps cold foods 
cold and hot foods hot, for days, 
not hours. 

s 
Two pounds /ight, 26 quarts big. 
2 
Holds a full case of 
beverages, takes quart bottles upright. 
Easy loading. 
oa 
Guaranteed leak-proof, rust proof, 
mold-resistant, easy cleaning, tough, 
shock-resistant, no food odors. 
It’s easily washable. 
tal 
Self-insulating, 
entirely of Koppers 
expandable polystyrene. 


Now available 
a startling 
new ice bucket 
retailing for $1 


LIFE-LIKE 


PRODUCTS, INC. 


Housewares Sales Division 
Cristfieid, Maryland 


Want more facts? Circle 125, p. 59 
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fit any size unit. Directions on how 
to fit the air filter to the air condi- 
tioner are printed on the package. 
Packages retail for $1.29. Fram 
Aire Corp., Div. Fram Corp., Dept. 
HA, Providence 16, R. I. 


Item 19 
Power tool cord lock 


This lock can be slipped over the 
prongs of a power cord and locked 


firmly in place with a key. Called 
Power-Blok, this . rd lock works 
on 2 or 3-pronged cords. It is 
useful for keeping children or un- 
authorized persons from operating 
power tools or other electric ma- 
chines and appliances. This $1.49 
item is blister-packed on cards, 10 
to a carton. Hurd Lock & Mfg. Co.., 
Dept. HA, Almont, Mich. 


Item 20 
Long spools on three lines 


Special “long length” spools for 
three of its most popular salt water 


lines is a supplemental packaging 
feature of Sunset’s 1960 line. Ad- 
ditions include 150 and 200-yd sin- 
gle spools for its Surf King and 
Flat Braid brands in the 18 through 
63-lb test range. The same sizes 
are available for 18 to 45 lb Micro- 
X, a Dacron line, and even larger 
500 and 800-yd spools in 80 and 
130 lb test sizes. Sunset Fishing 
Lines, Dept. HA, Box 691, Peta- 
luma, Calif. 


Item 21 
Jar, can, bottle opener 


Here’s a kitchen tool that opens 
all bottles, jars and beverage cans. 
It is called Gilhoolie, Jr. Pry-off 
lids and vacuum-sealed caps can be 
removed without distortion to per- 
mit air tight resealing. It can han- 
dle nail polish size bottles to gal- 
lon jugs. The opener is individually 


carded and come six to a carton. 
Waterbury Lock & Specialty Co., 
Dept. HA, Milford, Conn. 


Item 22 
Fireplace accessories line 


Bennett-Ireland’s contemporary 
line of fireplace accessories fea- 
tures a screen, two types of and- 
irons and a fender bar. The screen, 
called the Mainliner, is a free 
standing model with a brass frame. 
It has a black mesh screen at the 
back of the frame. Open ring and- 
irons, shown, carry out the con- 
temporary look. The other set of 














andirons features a brass pylon 
mounted on a cast iron base. The 
fender bar or Fendiron, has satin 
black ends and feet and a center 
band of polished brass. Bennett- 
Ireland, Inc., Dept. HA, Norwich, 
| ae A 


Item 23 
Four-color revolving beacons 


The Trippe line of four-color re- 
volving beacons has been remod- 
eled, and prices are lowered. The 
units feature a translucent, fluted 
light cylinder holding red, amber, 
green and blue lenses. The top four 
models come in gold anodized alu- 
minum finish and one comes in 
beige. Lights sell for $19.95. An 


indoor model retails at $14.95. 
Trippe Mfg. Co., Dept. HA, 133 N. 
Jefferson St., Chicago 6, Ill. 


Item 24 
Rack for colored markers 


You can set up a display of Car- 
ter’s Draws-A-Lot felt-tip markers 
in less than one square foot with 
this permanent rack. Eight colors 
are featured in this counter stand 
with features of the markers high- 
lighted on the header. Markers in 
the display have a retail value of 








et) a 
ever-ready! 


Tiltiicla: a 


~ STAY CLEAN’ 
TWINE 


Best twine to buy because it's 


SURE TO SELL! 


Shuford’s Polished and Unpolished Twine and Cable Cord 
in the exclusive STAY CLEAN package is a sure seller 
at a popular price. 


Shuford’s STAY CLEAN Twine has eye-appeal and buy-— 
appeal because it stays wrapped until the last inch is used 
. saves time and twine! 


Order Shuford’s STAY 
CLEAN Twine .. . high 
quality, extra value, strong 

. ideal for office, indus- 
trial, farm, store and home 


Nationally Advertised! 





CLOTHES LINES « TWINES 
PRESSURE - SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS ¢ EXTRUDED PLASTICS m 
Ry 








World's Largest Manufacturer of Cotton Cordage 
Want more facts? Circle 126, p. 59 
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$37.44. This rack is free with an 
initial order of 12 or more of each 
of the eight colors. A 4-prong wire 
display holds $18.72 worth of mark- 
ers. Carter’s Ink Co., Dept. HA, 
Cambridge, Mass. 


Item 25 
Improved paint products 


Here’s a new and improved line 
of paint products in a new package 
design. Minnesota Paints’ Master 
Guild line includes low luster house 
paint, alkyd flat finish, PVA inte- 
rior latex, dull eggshell enamel, 
gloss enamel, PVA wall primer, 
satin varnish, alkyd spar varnish, 
clear-var semi-gloss and fast dry 
sanding sealer. Minnesota Paints, 
Inc., Dept. HA, 1101 S. 8rd St., 
Minneapolis 15, Minn. 


Item 26 
Hedge-trimmer attachment 


Arrow’s hedge-trimmer, just add- 
ed to the Arco electric drill attach- 
ment line, cuts, trims and shapes 
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hedges and shrubbery. It attaches 
to any 4-in. drill with its Floating 
Safety-Bracket. This trimmer 
weighs 21% lb and can be used with 
one hand. Its 14-in. blade is made 
of hardened tool steel. Handle fits 
on top or side of housing and locks 
at 10 different angles. It comes in 
a display box and retails for $11.95. 
Arrow Metal Products Co., Dept. 
HA, 421 W. 203 St., New York 34, 
N.Y. 


Item 27 
Wide angle door viewer 


Here’s a new wide angle one way 
viewing device called the Magnifi- 
cent Door Viewer. The lens is set 


in a polished, brassed 3-in. dia. 
escutcheon that has space for name 
and apartment number. It can be 
installed quickly and requires only 
a %-in. hole. This viewer fits doors 
up to 1%34-in. thick. It comes indi- 
vidually packaged in a display box 
and retails for $2.98. Remington 
Hardware Co., Dept. HA, 100 
Greenwich St., New York 6, N. Y. 


Item 28 
New automatic can opener 


Cory Model CCO heavy-duty au- 
tomatic electric can opener has a 
stainless steel case and stand. This 
unit has an automatic start and 
stop, an extra cutting wheel and a 
heavy duty roller bearing motor. 
Other features are rubber feet, re- 
movable stainlcss steel magnet 
bracket and an electric cord stor- 


age chamber. It can be mounted 
on counters or walls. This unit 
opens any type can from a sardine 
ean to large canned hams. List 
price is $59.95. Cory Corp., Dept. 
HA, 3200 W. Peterson, Chicago, 
Ill. 


Item 29 
Decorated beverage servers 


Four placard- carrying cartoon 
characters decorate one of two new 
Pyrex Ware servers. Gold puffs 
decorate the other server. Both 
decorations are available in 144-qt 
and l-qt servers. White plastic 
stoppers are trimmed in_ gold. 
Prices are shown on a pop-up top- 
per attached near the pouring 
spouts. The 114-qt size retails for 


$1.49 and the 1l-qt model for 98¢. 
Corning Glass Works, Dept. HA, 
Corning, N. Y. 


Item 30 
Power mower grass catcher 


A new power mower attachment 
that catches grass clippings and 
stops crabgrass and weed growth is 
now available for Moto-Mower’s 18 
to 24-in. rotary power mowers. This 
muslin catcher, featuring straight- 

(Continued on page 62) 
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Use this new, quick way to 
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A quick, easy way to keep up to date 


Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
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(Continued from page 58) 


line discharge, attaches in seconds 
to a clamp on top of the mower. The 
mouth of the catcher is reinforced 
with vinyl plastic and the catcher 
has a vent of fiber glass screening 
along the outboard edge. Retail 
price is $6.95. Moto-Mower, Inc., 
Dept. HA, Richmond, Ind. 


Item 31 
Carbide tool preservative 


A new paint preservative for all 
Super standard single point car- 
bide tools has been adopted. This 
metallic preservative finish helps to 
conduct the electrical current and 
improves the grinding process. A 
gold color is used to code the steel 
cutting grade tools and silver color 
is used for nonferrous grades. 
Super Tool Co., Dept. HA, Detroit, 
Mich. 


Item 32 
Deluxe 20-in. bicycle model 


Chain Bike’s new 20-in. Ross 
Golden Eagle Tank model (NE- 
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42W) has a streamlined tank with 
safety reflector, chrome fenders and 
rims, and whitewall tires. This 
model also has a rear chrome car- 
rier with spring clip and front 
fender-mounted chrome twin lights. 
Boys’ and girls’ models have regu- 
lation crank construction, two-piece 
adjustable handle bar and regula- 
tion seat post and bicycle fork. 
Chain Bike Corp., Dept. HA, 350 
Beach 79th St., Rockaway Beach, 
N.Y. 


Item 33 
Silicone water repellent 


Sil-I-Tite, a silicone water repel- 
lent for masonry, protects masonry 
from water damage, erosion and 


SIL-LTITE 


SILICONE 
WATER REPELLENT FOR wasn 








frost. It eliminates efflorescence on 
mortar and brick. Sil-I-Tate is a 
clear, stainless liquid for patios, 
walks or chimneys. One gallon cov- 
ers 100 to 150 sq ft. It is available 
in gallons and half-gallons. Ster- 
ling Quality Products, Inc., Dept. 
HA, 184 Commercial St., Malden 
48, Mass. 


Item 34 
Plastic airplane models 
Thimble-Drome’s plastic flying 
model of the historic Curtiss 
Pusher is an easily assembled pro- 
totype of the model flown by Lin- 
coln Beachey in 1911. It has a 24- 
in. wingspan, guy wires, simulated 
bamboo members and a _ helmeted 
and goggled aviator gripping the 


steering wheel. The take-offs, 
landings, climbing and diving, at 
scale speed, duplicate the perform- 
ance of the early day plane. It re- 
tails for $10. The Comanche, with 
a 32-in. wingspan, retails for $25 
and the PT-19 Flight Trainer sells 
for $9. L. M. Cox Mfg. Co., Dept. 
HA, Santa Ana, Calif. 


Item 35 
Repackaged pool cleaners 


Pool-Clor and Clor-Tabs, two 
Pennsalt chlorine-bearing com- 
pounds, now come in plastic bottles 
with wide mouths. These polyethyl- 
ene containers have instructions 
printed on them and both have self- 
venting hard plastic caps. Pool- 
Clor powder comes in a 14-0z size 
for children’s wading pools. Clor- 

















Tabs slow-dissolving tablets come 
in a 4-lb size. Pennsalt Chemicals 
Corp., Dept. HA, Three Penn Cen- 
ter, Philadelphia 2, Pa. 


Item 36 
14-0z insulated tumblers 


Early American designs decorate 
a new set of insulated Thermo- 
Serv tumblers. Six designs in ivory 
color stand out on a Flame Copper- 





Heavy 1960 advertising behind 
PETERS “High Velocity” 


ammunition will pay off in 


90-OL 


extra sales for you! Get 


your share—stock, display, 


and push the entire line. 


AALS 
PACKS THEA POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
Want more facts? Circle 128, p. 59 
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tone background. Coasters are not 
needed for these 14-oz tumblers. 
Inner and outer shells are perma- 
nently bonded together. These tum- 
blers can be washed in dishwash- 


N. F. C. Engineering Co., Dept. 
HA, Anoka, Minn. 


Item 37 
Diesel fuel conditioner 


Diesel Pep is a combination of 
solvents, dispersants, special oils 
and other ingredients formulated to 
improve diesel engine performance. 
It keeps injectors, screens, filters 
and fuel pumps clean, improves 
combustion, disperses water and 
keeps fuel lines open. Diesel Pep is 
used by adding a quantity to the 
fuel tank at any temperature and 
then operating the engine. It pre- 
vents rust and acid formations, re- 
moves gum and varnish, eliminates 
wax, sludge and other harmful de- 
posits. Spray Products Corp., Dept. 
HA, Box 1988, Camden 1, N. J. 


Item 38 
23-pe electronic tool kit 


Xcelite’s 23-pe Service Master 
tool kit, Model 99SM, provides tools 
needed by radio, television and 
electronic servicemen. The _ set 
comes in a plastic-coated canvas 
case and contains two shockproof 
plastic handles for 12 nutdrivers, 
three screwdrivers, two reamers 
and a 7-in. extension blade. Set 
also includes long nose and diago- 
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nal pliers plus an adjustable 6-in. 
thin-pattern wrench. Xcelite, Inc., 
Dept. HA, Orchard Park, N. Y. 


Item 39 
Guitar with carrying case 


Emenee’s professional size 3-ft 
Flamenco guitar features Spanish 
dancers and has six strings. It 
comes with its own music book and 
has gear action tuning pegs. This 
guitar has a silk shoulder cord, felt 


pick and luggage-type carrying 
case. Retail price is $10. Emenee 
Industries, Inc., Dept. HA, 200 
Fifth Ave., New York 10, N. Y. 


Item 40 
Low-cost mohair brushes 


This Immie paint brush applies 
paint with a spray-like finish on 
rough, uneven or contoured sur- 
faces. Brushes range in size from 
14 to 4% in. plus a Magic Wand 
in three sizes. The brushes are 
made of Angora mohair facing 





laminated to a sponge-like poly- 
ester pad that is fastened to a cop- 
per-finish handle. Prices range from 
19¢ to 98¢ for these 13 items. 
Immie Corp., Dept. HA, 85 Avenue 
E., Rochester 21, N. Y. 


Item 41 
Drill with ball bearings 


This new PET %\-in drill fea- 
tures modern housing, ball thrust 


bearings and a large internal fan. 
It has a 2.9 amp Series motor, 
precision geared chuck and key, and 
a lock-type trigger switch. Model 
1450-GM has a no-load speed of 
1800 rpm and a full-load speed of 
1200 rpm. Portable Electric Tools, 
Inc., Dept. HA, 320 W. 83rd St., 
Chicago 20, Ill. 


Item 42 
Juvenile table, chair set 


Hampden’s new young 21 juve- 
nile table and chair set is styled in 
the modern square silhouette de- 
sign. Highlights of the table de- 
sign are a raised table top and 
square-shaped frame. Chairs and 
table are made of steel. The table 
has a removable and replaceable 
plastic top and the chairs are fin- 





STABLE! 
NO WORRY 
ABOUT 
UPSETS 


Cel EVEN y 
EAT 
PORTABLE sry, 


Look what 
weve cooked up! 


NEW C & L EVEN-HEAT PORTABLE STOVES are better 
every way, from their attention-getting appearance to 
their far safer and better design and sturdy construc- 
tion throughout. Whether or not you've waited for 





better portable stoves, here they are—display them 
now. You'll sell them fast because they'll sell them- 
selves ... and sell them with confidence in every 
customer’s complete satisfaction and safety. 


CALL YOUR WHOLESALER TODAY FOR QUICK DELIVERY 


CHECK THESE 10 BIG ADVANTAGES .... 


@ table-top safe! Legs prevent overheating of surface 
beneath stove 


@ priced so low it'll ovtsell others that have been 
marked down 


@ yet you make full mark-up 
@ stands on sturdy folding legs that lock in place 
e@ folds to a compact carrying case 


@ leak-proof brass fuel tubes can’t pull out or create 
fire hazard 


@ fuel cylinders mount on base for stability .. . 
outside for safety 


@ built-in filters reduce orifice clogging 


@ efficient burners give both inner and outer flames 
for even heating 


@ deluxe construction and safety features throughout 


ONLY 


2.495 


Deluxe 2-burner stove 
with 2 disposable 
fuel cylinders! 


ONLY $12.95 RETAIL Single-burner 
stove with all important features. 


(af, CLAYTON & LAMBERT MANUFACTURING CO. 1713 pixie Highway, Louisvitte, ky. 
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JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry! 


STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 


Industry’s Easiest-to- 

Use Catalog places all 

your Fastening needs at 

your fingertips! Large, 

clear listings, helpful 
illustrations. Use your \\\ 
Jefferson catalog today 

and every day. Addijtional IT 
copies free on request. =| 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N. Y. 


$Pring 7-8400 
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ished in washable plastic. Set re- 
tails for $16.95. Hampden Spe- 
cialty Products Corp., Dept. HA, 
Easthampton, Mass. 


Item 43 
Eight colored flashi‘ghts 


Burgess flashlights are now 
available in blue, tan and gray pat- 
terns. These lights have unbreak- 
able Brite-Glo plastic heads and 
matching switch buttons in red or 
white. A deep-set reflector and pro- 
tected lens provide a long range 
spot beam. A self-standing easel 


BURGESS 


Family Special 9g 


7 
res 
~y O ee ~) Cone x he 


display holds an assortment of 
eight flashlights. Family Special 
flashlights retail for 98¢ each. Bur- 
gess Battery Co., Div. of Servel, 
Inc., Dept. HA, Freeport, Jil. 


Item 44 

Tubular glass spinning rod 
Wright & McGill’s Feather Light 

spinning rod can be used with a 

lightweight spinning reel and light- 


weight lures or with a standard 
spinning reel. This rod weighs 214 
oz and is 6% ft long. It handles all 
lures up to 4% oz. The Hi-Density 
tubular glass is round, guides are 
extra light and foulproof and the 
handle is a 10-in. cork grip with 











hook keeper. It retails for $14.95. 
Wright & McGill Co., Dept. HA, 
Box 508 Aurora Station, Denver 8, 
Colo. 


Item 45 
Eighteen new candle colors 


Eleven new fashion hues and 
seven modified basic shades have 
been added to the Will & Baumer 
candle line. The fashion colors in- 
clude beige, green, turquoise, pink, 
orange, black, blue, moonlight, red 
and brown. Basic shades are yel- 
low, ivory, blue, green, red, pink 
and white. Gold and silver colored 
candles are also available. Will & 
Baumer Candle Co., Dept. HA, 
Syracuse, N. Y. 


Item 46 
Two-speed, all-purpose fan 
Dayton’s new 20-in., two-speed, 
all-purpose fan can be used as an 
air circulator or a room ventilator. 
Its adjustable fan head can be ro- 
tated 180 deg on a tubular steel 
base. The four wing blade celivers 
2700/1800 cfm, A compact steel 
cabinet 634-in. deep has finger-safe 
guards on both sides. Other fea- 
tures are an 8-ft cord, three-posi- 
tion switch and carrying handle on 





top. Stationary and mobile models 
are available. Dayton Electric Mfg. 
Co., Dept. HA, 126 S. Oakley Blvd., 
Chicago 12, Ill. 


Item 47 
Brass flush ring catch 


Baldwin’s new solid forged brass, 
flush ring catch is identified as 
Model No. 215. A stainless steel 
hinge is used for extra strength and 
the tension spring is made of phos- 
phor bronze alloy. Stock finishes 
are: polished and dull brass, dull 


bronze, polished and dull chrome. 
Other finishes are available on re- 
quest. Baldwin Hardware Mfg. 
Corp., Dept. HA, Reading, Pa. 


Item 48 
Semi-automatic handgun 


Crosman’s “600,” a .22 cal, CO., 
gas-powered, semi-automatic Pell- 
gun pistol fires 10 shots in less 
than three seconds. The swing feed 
mechanism of the Crosman bolt ac- 
tion repeating rifle has been 
adapted to this match target hand- 
gun. The short trigger pull is ad- 
justable and a Micro-Click rear 
sight adjusts for windage and ele- 
vation. The Tru-Flyte barrel with 
Crosman button rifling assures ac- 


ARCTIC BOY 





portable water coolers 


Spears A 
‘ =F water as : v4 4 


COLD WATER 
is a HOT item! 


If it’s not cold, it’s not drinking water! 

That’s your big selling point in ARCTIC BOY 
portable water coolers ... they keep water 
refreshingly cold and sparkling clear. 


Here's why: 


® Inset of HOT DIPPED galvanized or stainless steel 


® Sparkleen plastic liner is non-toxic, prevents 
corrosion 


Large opening—easy to ice and clean 
Extra large insulation space 
Popular 2, 3, 5, 10 and 15 gallon sizes 


Send for free booklet “‘Care and Use 
of Your Cooler.”’ Write Dept. H-32. 


SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 
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Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood « Tile « Stucco « Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 


distributor nearest you. e006 


Thompdon dg 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Ce., Inc., Merchandise Mart, 
Son Francisce 3, California 


San Francisco * Los Angeles * San Diego * 
Portland * Chicago *¢ Seattle * Denver * Dallas 
Houston * St. Louis © St. Paul © Detroit ¢ 
Philadelphia * New York City © Memphis ¢ 
Cleveland * Factory: King City, California 
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curate groupings at ranges up to 
25 ft. This pistol retails for 
$27.50. Crosman Arms Co., Dept. 
HA, Fairport, N. Y. 


Item 49 
Six redesigned duck decoys 


This Model D-2 Victor Premier 
cuck decoy has been redesigned and 


features a higher silhouette. It is 
made of molded fiber and is pre- 
balanced and waterproof. The mal- 
lard has head and wings finished 
with iridescent paint. Six. species 
are available: mallard, black duck, 
pintail, red head, canvasback and 
blue bill. They come packed eight 
per carton and retail for about $18 
a dozen. Animal Trap Co. of Amer- 
ica, Dept. HA, Lititz, Pa. 


Item 50 
Line of woodworkers’ vises 


Here’s a line of Reed woodwork- 
ers’ vises that is offered in 7 and 
10-in. jaw widths in quick-acting 
and solid nut models, with or with- 


out vise dog. The quick - action 
models feature a nut design that 
permits the use of continuously 
threaded screw. Jaw facings are 
kept parallel by aligned steel guide 
bars. Both jaws are drilled for 
wood facing and vise dog models 


feature a coil spring that keeps the 
dog at the selected height. Reed 
Mfg. Co., Dept. HA, 1425 W. 8th 
St., Erie, Pa. 


Item 51 
improved lawn mower spray 


Addition of a new drying agent 
to Easy-Cut lawn mower spray al- 
lows the mower to be used 10 min- 
utes after application. Speco’s im- 
proved spray prevents grass stick- 
ing to blades and cutter bars. This 
spray can be used on hand, rotary 
and reel-type power mower plus 
edgers, grass and hedge shears. It 
comes in 16-0z spray cans packed 
12 cans to a shipping carton. Speco, 
Inc., Dept. HA Cleveland 9, Ohio. 


Item 52 
Underground sprinkler head 


Here’s an underground sprinkler 
head that has an 18 x 18 ft square 
watering pattern. This Rain Jet 
sprinkler is designed for small 
areas, strips and parkways. Model 
36C gives full performance at 20-lb 
pressure with a 214 gal per minute 
discharge. This head installs flush 
with the turf and uses pop-up, ro- 
tary, pendulum action. It fits a 4% x 





NOW, for the 


first time 


anywhere 


4-in. riser and has a 3-ft angle of 
throw. Rain Jet Corp., Dept. HA, 
301 S. Flower St., Burbank, Calf. 


WESSEL 
PIONEERS 


with long-wanted 


REPLACEMENT 
GYM SWING BEARINGS 


FOR THE 18 MILLION PLAY 
SWINGS THAT NEED THEM NOW 


At least 18 million of the 28 million play 
swings now in use need replacement bear- 
ings—for SAFETY! « Since their intro- 
duction last year, the phenominal sales 
success of WESSEL ball bearing gym 
swing sets proves that families every- 
where want to replace dangerous, rusty 
hangers! 





Item 53 
Ultra long range cartridge 


Winchester’s belted magnums 
now include the 264 Magnum in 
100 grain pointed “Soft Point” 
and 140 grain “Power Point” bul- 
lets. The 264 is an _ ultra-long 
range, high intensity cartridge for 
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game such as elk, deer, antelope, 
mountain sheep and goat. The 
muzzle velocity of the 100 grain 
bullet is 3700 ft per second and 
the 140 grain is 3200 ft per sec- 
ond. A new version of the Model 
70 rifle, called the Westerner, has 
been designed to handle the 264 
magnum. Winchester-Western Div., 
Olin Mathieson Chemical Corp., 
Dept. HA, New Haven, Conn. 


Item 54 
Three bowls in Lazy Susan 

Here is a new type of Lazy Susan 
with a Hawiian motif. This Don 
Duval Original features three bowls 
514% in. in diameter decorated in 
gold and turquoise in an Aloha de- 
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All around you . .. where ever s - 
children live . . . ready, PROFITABLE 
sales—extra profits—await you. Just 
show WESSEL gym swing ball i 

on your counter; display the sales-making 
window banner that comes in every car- 
ton; you'll sell WESSEL Gym Swin 
Bearings fast. 


Wessel ball bearing gym swing sets are 
attractively skin packed on handsome, 
cclorfull pre-priced cards for self-service 
imp uying. Two styles available. 
The #809 comes with thru-bolt and fas- 
— cap. Both easily, quickly installed 
—both zinc plated to resist weather. 

Stock both styles NOW for spring and 
summer sales, Call your jobber, or write to 


WESSEL HARDWARE CORP. 
919-931 N. 5th St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co. 25 Grenville. St., 


Toronto |. Export: Hall & Reis, Inc., 165 Broadway, 
New York 6 
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COMPLETE LINE 
BEST PACKAGING 


MOST EFFECTIVE 
SALES HELPS 


TURNBUCKLES ~*~ EYE BOLTS 


‘“‘Alumaloy’’ Bright zinc 
bodies, zinc plated with Sjeel rods. 
plated steel nuts assem- Sturdy ‘‘Alu- 
maloy’'bodies. 


| 


SCREEN DOOR 
BRACES 


hooks & eyes. bled. 


4). 
i 9 


SCREW HOOKS EYE BOLTS 
Round end Lag thread 
ceiling type. Available in type and 
Available in full range of turned eye. 
steel or brass. sizes. Zinc plated. 


i . 
\ 


7 


GATE HOOKS 
AND EYES 


SCREW EYES S$ & 8 HOOKS U-BOLTS 


Choice of SteelS-hooks. Bright zinc 
large,medium Steel or brass plated, plates 
or small eyes. 8-hooks. Zinc and hex nuts. 
Steel or brass. plated. Assembled. 


CUP HOOKS... SCREW HOOKS PORCH SWING... 
SHOULDER HOOKS Square bend. 


B i ye gy CLOTHES LINE... 
rass with firm 
base.Allsizes. steelorbrass. HAMMOCK HOOKS 


National advertising...modern unit 
packaging ...andsales-clinching mer- 
chandising displays speed your sales 
of Turnbuckles, bright-wire goods and 
self-locking perforated board fixtures. 
One-source line... combination ship- 
ments from centrally located ware- 
houses ...faster service ... lower 
overall costs. Call your jobber or write 
today for new catalog. 


peeve 


“ONE GOOD TURN (BUCKLE) DESERVES ANOTHER” 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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sign. The Aloha Suzette No. 108 
revolves smoothly on ball bearings. 
It is finished in brass and has a 
decorative handle. The server re- 
tails for $5. United Wire Craft, 
Inc., Dept. HA, 2120 N. Southport, 
Chicago, Ill. 


Item 55 
Multi-color spray paint 


Kerpro, a new multi-color spray 
paint is available in eight pastel 
combinations. It dries to a smooth, 
softly textured, washable finish. 
Two or more colors are sprayed 
simultaneously from the same can. 
Kerr’s new spray paint is odorless, 
contains less than one percent lead 
and can be used on new or previ- 
ously painted surfaces. Kerpro 
spray retails for $2.25 for a 16-oz 
can. Kerr Chemicals, Inc., Dept. 
HA, Box 189, Des Plaines, Ill. 


Item 56 
3-piece table service set 


Foster Crant’s three-piece match- 
ing service set includes a flip-top 


utility bowl, shown, plus a sugar 
bowl and a creamer. The set is 
made of Fosta Tuf-Flex, a high-in- 
pact polystyrene, and is available in 
tan and white combinations. The 
bowl and the creamer with a ball- 
hinge lid retail for 49¢ each. The 
sugar bowl retails for 59¢. Preci- 
sion Ware Products, Div. Foster 
Grant Co., Dept. HA, Leominster, 
Mass. 


Item 57 
1960 electric blanket line 


Highly-styled controls color-cued 
to the blanket color and an im- 
proved fabric blend mark the 1960 


“Crestwood” electric blanket line 
for distributors. The controls have 
optional hangers that convert them 
to headboard or night table use. 
The “Crestwood,” shown, comes in 
a carton and is wrapped in poly- 
ethylene film printed with sales fea- 
tures. Also available is a promo- 
tional blanket called the “Wayne.” 
Northern Electric Co., Dept. HA, 
5224 N. Kedzie Ave., Chicago, Ill. 


Item 58 
Multiple outlet assembly 


New 3-Wire Electrostrip pro- 
vides electrical outlets anywhere 
along its length and meets electrical 
code requirements for equipment 
grounding. This flexible multiple 
outlet assembly accepts two and 
three prong plugs and is rated 20 
Amperes, 125 Volts AC. Electro- 











strip mounts easily on any surface 
and receptacles can be relocated as 
needed. BullDog Electric Products 
Div., I-T-E Circuit Breaker Co., 
Dept. HA, Box 177, Detroit 32, 
Mich. 


Item 59 
Fast-drying latex paint 
Stone-Dri- Sapolin’s new formula 
latex floor paint, dries to a satin 
finish in thirty minutes. This floor 
coating combines rubber and viny! 
resins and provides protection for 
concrete and masonry surfaces. Its 
tough elastic film withstands lime, 
alkali, acids, abrasives, strong soaps 
and frequent wetting. Stone-Dri is 
nonflammable and doesn’t require 
special solvents. It comes in five 
colors and white in quart and gal- 
lon sizes. Sapolin Paints Inc., Dept. 
HA, 205 E. 42nd St., New York 17 
N.Y. 


Item 60 
Freezer goods island unit 
Polyethylene overwraps with food 
illustrations now cover Republic’s 
Freezettes freezer supplies avail- 
able in a compact island display. 
The FR-60 display, shown, has a 
refrigerator and freezer supply as- 


ONE DEPENDABLE SOURCE 
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fOr the right track and hanger 


From lightweight sliding doors for barns and machinery sheds to ex- 
tremely large industrial sliding doors R-W offers a track and hanger 
combination designed to meet your customers exact requirements. Each 
is “job-rated” to offer years of dependable service and trouble-free 
operation. Now is the time to check-throuyh your R-W Catalog “ware- 
house” of “profit-plus” hardware specialties. Stock-up now with the 
many fast-moving standard items and keep in mind the many specialties 
that you will want to order on customer request. Remember your R-W 
Catalogs include everything from airplane hangar door hardware to 
vanishing door hardware . . . its your direct line to “extra profits.” 


Trucks on all 
R-W Hangers are 
cadmium plated 
at no extra 
charge . . . pro- 
tects against rust 
and corrosion.., 


Track available in wide 
Track and hanger aprons finished in Gray | variety of types and 
Enamel specifically formulated for R-W to pro- oo to meet specific 
vide maximum resistance to rust and weather. job requirements. 


Heavy-duty construction used throughout R-W Hangers available to 
Hangers . . . available with roller or ball carry doors of very light 
bearings . . . most offer both vertical and weight to doors weigh- 
lateral adjustments plus many other impor- ing over one ton. 

tant features. 


BN a Richards-Wilcox 


plete information .. . 





request your free copy MANUFACTURING COMPANY 
of Catalog No. A-400. A HANGER FOR ANY DOOR THAT SLIDES 
310 W. THIRD ST. © AURORA, ILL, © Branches in all Principal Cities 
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sortment with a retail value of 
$183.23. Your cost is $106.14. The 
self-service island display valued 
at $18 is free with your order. You 
also receive as a bonus a 24-pack- 
age of 12-oz Freezettes worth 
$8.98. Republic Molding Corp., 
Dept. HA, 6465 N. Avondale Ave., 
Chicago 31, Ill. 


Item 61 
Carded sabre saw blades 


This assortment of five sabre 
saw blades fits most power sabre 
jig saws. Each card contains three 
woodcutting blades, one knife blade 
and one Moly-high speed metal cut- 
ting blade. All of these Howes- 
Woods’ blades can be bought sepa- 
rately in packages of five. Ten 
cards come in a box and 10 boxes 
in a master carton. Five blades of 
one style on a card or the five- 


ees 8b, iss ss 


blade assortment retail at $2 per 
card. Howes-Woods Co., Dept. HA, 
201 Bridge St., Cambridge, Mass. 


Item 62 
Two ice picks on cards 


Two types of Goodell ice picks 
are now available on _ prepriced 
cards. The ice crusher has a cast 


aluminum crown and bevelled han- 
dle. The ice crusher and the stand- 
ard ice pick have nickel-plated fer- 
rules at the base of the handles to 
prevent splitting. The cards are 
prepriced. Goodell Co., Dept. HA, 
Antrim, N. H. 


Item 63 
Display board for nails 


You can promote sales for Phifer 
aluminum nails with this easy-to- 
use display board. Suggested uses 
are shown at right and specifica- 
tions appear below each nail. Nails 





It PAYS to remind your customers -— 


GENERAL propucts IMPROVE HEATING! \ 


Let General products help keep your customers happy. You will be boosting 
your bank account when you do. Every heating plant needs General servicing 
at least once a year to maintain top-notch heating performance—its worth 
talking about—telling customers how important pre-season heating service 


is—with General, of course! 








Yi Ask your Jobber for these General Filters Products 


GENERAL PILTERS, 


43800 GRAND RIVER AVE. 


Moisture-Matic 
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Lifetime diaphragm. 
Guaranteed one year on parts. 
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FILTER 


Lifetime cast 
iron and steel 
construction. 
Wool felt car- 
tridges. Twe 
sizes fit all 
plants. 


ene eee ) 
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Inc. 
NOVI, 


IN CANADA: 
Canadian General 
Filters, Ltd., 

39 Crockford Bivd., 


MICH. Scarborough, Ont. 


Soot Remover 


Instantly cleans 
flues and fire 
chambers in any 
kind of heating /@ 
pee gsi ae 6 





on this display are available in 25 
and 50-lb cartons. Most of these 
nails are available in Job Pac cans 
and many come in 25¢ retail pack- 
ets under the Temprite label. This 


- ALUMINUM vy 
@ fui" 3 


Phifer aluminum nail display board 
is free. Phifer Wire Products, 
Dept. HA, Bcx 9007, Tuscaloosa, 
Ala. 


Item 64 
Colonial color paint line 

Exact matches of colors used in 
the restoration of Colonial Wil- 


liamsburg are reproduced in a new 
line of Pittsburgh Paints. Wil- 


liamsburg wall paint and satin trim 
enamel lines consist of specially- 
developed alkyd finishes. The odor- 
less wall paint provides a flat fin- 
ish on most interior wall surfaces. 
It is available in white and 12 col- 
lors. The trim enamel, in matching 
colors, dries rapidly to a low semi- 
gloss sheen. Pittsburgh Plate Glass 
Co., Dept. HA, 632 Fort Duquesne 
Blvd., Pittsburgh 22, Pa. 


Item 65 
Screw drivers-hammer tool 


Your customers get a hammer 
and a set of screw drivers with 


Gam’s 6-in-1 combination tool. 
This tack hammer, shown, has 
brass handles, steel blades aud is 
rust-resistant. It is also available 
in ball peen and claw modeis. Re- 
tail price is $1. Gam Mfg. Co., 
Dept. HA, Lancaster, Pa. 


Item 66 
Windshield type boat cover 


Here’s a new windshield type 
boat cover with a detachable snap- 
on motor hood that can be used in- 
dependently. Another feature of 
the Wenzel boat cover is an elastic 
cord sewn in the hem to assure a 
snug fit. Grommets are spaced 
three feet apart for firm lashing. 
It is made of water-repellent drill 
treated with dry finish Amerfiex 
process for all-weather protection. 
This cover fits popular make boats. 
H. Wenzel Tent & Duck Co., Dept. 
HA, 2200 S. Hanley Rd., St. Louis 
17, Mo. 


Turn to p. 75 for new cost sav- 
ing store and warehouse equipment. 


























FOREIGN CAR KEY BLANK ASSORTMENT 


for FOREIGN CARS 


¥G¥ve¢ee & UG 


This NEW Key Blank assortment contains 2 dozen 
each of 50 FOREIGN CAR Key Blanks, COMPLETE 
with a large board for displaying them. 

Included with each FKA-6 is a detailed chart, con- 


sisting of a Numerical Index and an Alphabetical 
Index with comparative numbers. 


Ask your jobber or write direct to us 


KEIL LOCK CO., Inc. 


CHARLESTOWN, N. H. ) 


Want more facts? Circle 137, p. 59 
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TOLED-O-MATIC* 


cleans and deburrs 





all tubing and 


fitting sizes 


u 
thru 4"... Ready For Work 


128°" 


*MAKES EVERY WORKMAN 
A CRAFTSMAN 


STAR 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable. 
Also, we are now producing a new line of Star 
Blade-Type Plow Shares—in regular and short pat- 
terns—made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You’ll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


@@eee0e00000000000000006080 
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IT’s NEW...Toev-o 
For Copper Fittings 
and Tubing 

@ ELIMINATES COSTLY HANDWORK 
@ ELIMINATES LEAKS 

@ INSURES LIFETIME JOINTS 

@® TRUE PORTABILITY 

@ LOWEST PRICED, PRECISION BUILT 


O=-MmATIC No. 1 


No. KS-1 
KNIFE & SCISSORS 
SHARPENING 
ATTACHMENT 


A real handy, Jim-dandy 
Converts any electric 


Cleaning and deburring the new Toled-o-matic way Qi . | a 


eliminates costly line leaks and profit-robbing hand 
“reworking”’ operations. Tubing and fitting surfaces take 
on mirror-like brightness insuring perfectly tight con- 


drill or bench motor into an 
effective knife-or-scissors 
grinding machine. Has a 4” 
shank. Bubble- 


nections. Put the Toled-o-matic No. 1 to work Now, in 
your shop or on the job . . . see the difference! 


paced on a color- “3, 9400 


1ul hang-up card. 
List Price ° 


Packed 10 per Box * 100 per Master 
Weight of Master 20 /bs. 


Perfect for Impu'se Selling! 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 
At Your Jobber or Write for Literature and Prices 


COASTAL ABRASIVE AND TOOL CO., IK~—. 
40-22 23RD STREET, LONG ISLAND CITY 1, NEW YORK 


Write For New Catalog 


E D O (i. bdy (Gached 


PIPE THREADERS e WRENCHES e MACHINES e TUBING TOOLS 


THE ONLY COMPLETE LINE OF POWER TOC SORIES 


» @O%\ 


Want more facts? Circle 140, p. 59 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 
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Cost Saving Equipment For Store And Warehouse 


Keep posted on this new cost saving equipment for store 
and warehouse. For more details circle number, p. 59 


Item 67 
Automatic swinging gates 


You can avoid confusion and pro- 
vide orderly traffic control with 


IN, 





Fountain In-A-Matic gates. It is 
actuated by a 30 x 30 in. floor car- 
pet. A lighted dome has custom let- 
tering to welcome and direct your 
customers. Gates are made for left 
or right swing and double. Size is 
3 ft 6 in. high by 3 ft 4 in. wide. 
Fountain Products Corp., Dept. HA, 
4250 W. Peterson Ave., Chicago, Il. 


Item 68 
Hand truck for appliances 


Dutro’ appliance hand truck with 
interchangeable parts provides easy 
handling of all appliances. Model 
1501 can be converted quickly with 
Stair Rollers and ratchets to serve 


any purpose required. These attach- 
ments can be purchased separately 
and added to the unit. The unit is 
made of lightweight steel and has 
5 x 2 x %-in. roller bearing wheels 
with recessed hubs. Load capacity 
is 800 lb. Dutro Co., Dept. HA, 
Market St. at Stanford Ave., Oak- 
land 8, Calif. 


Item 69 
Staple and stitch remover 


Staples and stitches can be re- 
moved easily from cartons with the 
Flash carton staple remover. This 
hand tool is made of heavy-duty die 
cast zinc with a steel welded tip. 
It is small enough to be carried in 
pockets. The handle is made to op- 
erate with a slight upward move- 


ment of the hand. It is priced at 
$2.50. Flash Mfg. Co., Dept. HA, 
169 Murray St., Newark 5, N. J. 


Item 70 
Gondola superstructure unit 


You can feature special sale mer- 
chandise or seasonal goods on this 
Streator telescoping gondola super- 
structure. The steel bracket stand- 
ards of the superstructure are part 
of the gondola and recess into the 


top cap when not in use. Standards 
can be raised in increments of one 
inch to 30 in. above the gondola. 
Straight or slanted shelves can be 
used on both sides. This unit can 
be installed in Streator modular 
gondolas now in use. Streator Store 
Fixtures, Inc., Dept. HA, Spring 
Park, Minn. 


Item 7] 
Decorative lamp fixtures 


These decorative metal lamp fix- 
tures are for window or store in- 
terior display. Swivel fittings allow 
lamps to be turned in all directions. 
Curved arm, extension arm and 





straight arm styles are available. 
Units can be adjusted at 1 in. ver- 
tical intervals on slotted Space- 
master members. Lamps are indi- 
vidually controlled with a rotary 
switch. Units come with a 9-ft cord. 
Prices range from $11.55 to $13.08. 
Reflector Hardware Corp., Dept. 
HA, 1400 N. 25th Ave., Melrose 
Park, Ill. 


Item 72 
Adjustable shelving line 

Almor shelving easily adjusts to 
fit any product. Each 3 or 4-ft sec- 
tion is an independent merchandis- 
ing unit. Overall heights are 48, 52, 
64, 72 and 88 in. Shelf widths come 
in 10, 13, 16, 19, 21 and 22-in. sizes. 
Any length island or wall arrange- 
ment is possible from basic 3 and 
4-ft sections. Almor Corp., Dept. 
HA, Box 4601, Mt. Elliott Station, 
Detroit 34, Mich. 





Turn to page 77 for a listing of 
new aids to help you sell better. 
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ON THE SPOT® 


EMBOSSED LABELS 
in seconds by anyone ! 
office 


fieldor. & 
in 


factory 





RAISED LETTER high-contrast labels made just 
where you need them right in the palm of your 
hand ... dial your letters and gently press 
the handle, that’s all! On a wide variety of 
colored vinyl tapes with a pressure-sensitive 
adhesive backing that you can use anywhere— 
indoors or out. Selected metal tapes, too! 
Exclusively DYMO engineered. 
Sold through DYMO 
distributors everywhere. 


CHOOSE 
FROM 
FOUR 
MODELS 








10 INCHES LONG 26 OUNCES NET WEIGHT 


FREE! %2q LPTTT 


Samples and literature. 
Write TODAY! 
Address: DEPT. HA-6 


hee? ie ls Gia 
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“You'll roll up extra profits when you suggest 
“SCOTCH” BRAND Masking Tape with every paint sale.” 





SCOTCH IS A REGISTERED TRADEMARK OF THE 3m CO 


Miiamesora Afinine ano Affanuracturine company 
«++ WHERE RESEARCH IS THE KEY TO TOMORROW 











Heavy Wall ee 
or Brass Rods, 1” & 1%" 





Shelf 
Support 


Adjustable 
Pole 





Stock lanie 12 #. 


Socket Three Step 
Adjustable 


Adjustable Flange 


Pilaster 
Standard 





Chrome or Brass 


HANG RODS 


oTale Mita alate. 


Adjustable 





® Many other fittings 
available 


® Large stocks for immediate 
shipment 


® Low prices!... 
e We also make to order 


S. PARKER HARDWARE MFG. CORP. 


27 LUDLOW STREET © Phone WAI‘ 6300 © NEW YORK: 2, N.Y 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 
literature to keep you posted. Circle number, p. 59 for your copy 


ITEM 85 BALLCOCKS AND SHANK 
EXTENDER—This bulletin describes 
the Mansfield No. 422 shank ex- 
tender and three ballcocks. It ex- 
plains how the shank extender 
makes a regular ballcock equivalent 
to a 234 in. repair shank ballcock. 
Features of the 09, 03 and 07 ball- 
cocks are listed. Mansfield Sanitary, 
Inc., Dept. HA, Perrysville, Ohio. 


ITEM 86 CHAIN SAW SALES PORT- 
FOLIO—“‘How to Sell More Chain 
Saws in 1960” is the title of this 
illustrated promotion-planning pub- 
lication from Pioneer Saws. A step 
by step outline of successful pro- 
motion programs for dealers is 
given. All major points of promo- 
tion are explained and listed in 
order. Merchandising materials and 
advertising specialties are also sug- 
gested and order blanks for these 
are included. Pioneer Saws, Out- 
board Marine Corp., Dept. HA, 
Waukegan, Ill. 


ITEM 87 FLOOR FINISHING FOLDER 
—Behr-Manning’s 8-panel folder 
illustrates and explains modern 
techniques for finishing residence 
floors. It covers the methods in step 
by step fashion. Each stage of the 
sanding and polishing operation is 
pictured and a table specifies the 
correct floor sanding paper and pad 
for each phase. Helpful! hints and 
other floor refinishing products are 
mentioned. Behr - Manning Co.., 
Dept. HA, Troy, N. Y. 


ITEM 88 PUMP BROADSIDE-WALL 
CHART—This 8-page brochure is a 
combination broadside and wall 
chart for consumer mailings. It 
shows the McDonald pump and 
water system line. A new sales aid 
catalog is also available. A. Y. 
McDonald Mfg. Co., Dept. HA, 12th 
& Pine Sts., Dubuque, Iowa. 


ITEM 89 SIGNAL FLASHER CATALOG 
SHEET—The Toledo Flasher and 
folding steel horses are described 
in this catalog sheet. The flasher 
is a battery operated unit that 
flashes 60 to 70 times per minute. 
The steel horses fold up for storage 


and accommodate any standard 
2-in. wood rail. They lock into place. 
A price sheet covering the Toledo 
line of kerosene signal torches, 
flashers and steel barricades is also 
available. Toledo Pressed Steel Co., 
Dept. HA, Toledo 12, Ohio. 


ITEM 90 WROUGHT IRON LITERA- 
TURE — Versa’s new Phos - Fused 
wrought iron railings and cclumns 
and allied items are described in 
this 2-color, 4-page catalog. These 
railings adjust on the job to fit any 
installation and can be used inside 
or outside. Specifications and loads 
are shown in this catalog form 
1036. Versa Products Co., Dept. HA, 
Lodi, Ohio. 


ITEM 91 PIPE INSULATION KIT 
DATA — Information on the new 
Smith - Gates insulation kits for 
water pipes is given in this litera- 
ture. The kit, made up of a Fiber- 
glas blanket and waterproof tape, 
contains enough material to cover 
15 ft of %4-in. pipe. Smith-Gates 
Corp., Dept. HA, Farmington, Conn. 


ITEM 92 JOIST HANGER LITERATURE 
—Literature and prices are avail- 
able on the new type of joist hanger 
from Cleveland Steel Specialty. 
This pocket-type hanger is U- 
shaped and four sizes handle re- 
quirements for single joists or 
2-piece headers from 2 x 6 up to 
2x 14in. The low-priced 16-gauge 
galvanized steel hanger supports 
loads up to four times that allowed 
on a joist or header. It is designed 
for high resistance to torsion and 
wind lift. Cleveland Steel Specialty 
Co., Dept. HA, 3771 E. 91st St., 
Cleveland 5, Ohio. 


ITEM 93 DOUBLE-ACTION HINGE 
DATA—This literature gives full] in- 
formation on the Becker Spira-Lift 
double action hinge. This hinge has 
no springs and closes a two-way 
door after it has been opened in 
either direction. Applications in- 
clude: Dutch half-doors, swimming 
pool enclosures, driveway gates and 
so on. Doors close gently with the 
Spir-A-Lift hinge. Becker Spira- 


Lift Hinge Co., Dept. HA, 11433 
E. Garvey, El Monte, Calif. 


ITEM 94 DRILL AND REAMER CATA- 
LOG—The Chicago-Latrobe line of 
drills, reamers and other tools is 
described in catalog No. 60. The 68- 
page 8% x 11 in. catalog is com- 
plete with specifications and prices. 
Chicago-Latrobe, Dept. HA, 411 W. 
Ontario St., Chicago 10, Ill. 


ITEM 95 ROOM HEATER LITERATURE 
—A brochure (No. 7146) and an 
envelope stuffer (No. 7245) are 
available on the new Brilliant Fire 
Vent -O- Magic room heater from 
Ohio Foundry. Both pieces illus- 
trate the heater in color and detail 
the operating functions of each 
available model. The stuffers are 
available in quantity. Ohio Foundry 
& Mfg. Co., Dept. HA, Steubenville, 
Ohio. 


ITEM 96 DEHUMIDIFIER BULLETIN 
—Speco Super Hum-I-Dri dehumid- 
ifier kits are described in this bul- 
letin. Each of this new line of kits 
contains a Super Hum-I-Dri unit, a 
refill and a rust-resistant drip pail. 
Each unit absorbs up to 10 times 
its weight in moisture from the air. 
Prices and shipping data are listed 
in form HK. Speco, Inc., Dept. HA, 
7308 Associate Ave., Cleveland 9, 
Ohio. 


ITEM 97 BELL AND GONG CATALOG 
—A full line of Bevin bells and 
gongs is described in this 12-page 
catalog. Items include everything 
from cow bells and patio bells to 
trip gongs. Bevin Bros. Mfg. Co., 
Dept. HA, East Hampton, Conn. 


ITEM 98 HOBBY TOOL BUYING GUIDE 
—This Buying Guide is a 25th An- 
niversary issue from X-Acto giving 
details on the firm’s hobby tools 
and tool kits. Popular priced plastic 
tray hobbycraft tool sets and a re- 
placeable blade merchandiser are 
two of the new items featured in 
this free catalog for dealers and 
wholesalers. X-Acto, Inc., Dept. HA, 
Long Island City, N. Y. 


ITEM 99 SCREW DRIVER LITERATURE 
—Details and shipping data is 
given in literature for the Gam 
4-in-1 combination screw driver. 
Gam Mfg. Co., Dept. HA, 315 E. 
Marion St., Lancaster, Pa. 
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vist wie PEG'PAKS 
Bright Wire 


Ring Up more impulse sales with self-selling, money-making Hindley 
PIC-PAKS. See-through tops let customers make quick on-the-spot 
selections of bright hardware . . . make your selling job easier! 


Compact, Eye-Catching Display takes just : ' 
lf, the space of bulky plastic bags. PIC-PAKS ie a 
are pre-counted and pre-sorted, too, to save ‘ spec diet 
you hours of stock-taking time. 


Complete Assortment You can fill all your 
bright hardware needs with the Hindley PIC- 
PAK Assortment No. 36. . . including screw 
eyes, cup hooks, screw hooks, curtain rod 
hooks, gate hooks, shoulder hooks and 
clothesline hooks. Order yours today! 


New Orders Or Rack Refills Available Through Your Wholesaler 





indley HINDLEY MANUFACTURING COMPANY 


a, 1897 Cumberland, Rhode Island 





WIRE HARDWARE + COTTER PINS > PLUMBING SPECIALTIES 
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Lofton 


Complex problems 
Dear Editor: 


I wish to compliment you on 
HARDWARE AGE. 

My father is in the hardware 
business and I have seen a great 
number of publications which have 
tried to help the hardware man at 
the various levels of distribution 
and I feel that yours is one of the 
best, if not the best, I have seen 
to date. 

At a time when the problems 
faced by the retailer and whole- 
saler alike are becoming more com- 
plex, it is good to see a publica- 
tion of your quality give some 
very good insight at times. 

I want you to know that your 
magazine is appreciated by those 
who read it and use it to give them 
a better understanding of the vari- 
ous problems which must be 
answered by each business man. 

Your truly, 
Alexander J. Bodnar 





Tower Dormitory 
University of Buffalo 
Buffalo 14, N. Y. 


Closed season on sales? 
(Continued from page 46) 


among builders for its vigorous 
attention to fireplace needs. We 
follow up closely on all leads we 
get through this department, and 
it pays off.” 

Lion Hardware sells fireplace 
items over a 175-mile radius. The 
exception to this limit is Ruidoso, 
N. M., 385 miles away from 
Abilene. 

Many of the homeowners in Abi- 
lene have summer homes in this 
resort town. They place orders with 
Lion Hardware for fireplaces and 
supplies of all types. 

“The word-of-mouth advertising 
we get, both in Ruidoso and Abi- 
lene, helps sales considerably,” says 
Mr. Canant. 

“There is no better recommenda- 
tion than a beautiful fireplace com- 
pletely equipped.” @ End 
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big 
picture 
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...the biggest concentra- 
tion of housewares mer- 
chandise ever assembled... 
and bring yourself com- 
pletely up-to-date on prod- 
ucts, plans and people in 
the Housewares Industry 
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| NEW BROCHUR 
CONTAINS 
USABLE DATA! 
























































= «On WHEATLAND 
STEEL COUPLINGS 
and STEEL PIPE 


Yours, free! Specification data on standard 
merchant, standard half and other types of 
Wheatland Couplings. Also complete data on 
Wheatland Pipe—standard, extra strong, double 
extra strong and structural. 


A handy, helpful addition to your 
files. Illustrated. Printed in color on 
durable stock. 


WHEATLAND STEEL PRODUCTS CO. 
Dept. H, Bankers Securities Bldg. | MILL: Wheatland, Pa. 
Juniper & Walnut Sts., Phila. 7, Pa. 





Please send me your free coupling brochure. 
NAME 
TITLE 

COMPANY. 


ADDRESS 
Want more facts? Circle 145, p. 59 
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When it’s show time 


How a wholesaler puts on annual spring 


preview that attracts 1100 hardwaremen. 


Hardware dealers usually enter the fall Season with 
several dates circled on their calendars. 

These are the dates of wholesalers’ shows. These 
are the days a dealer plans to take away from his 
store business to look over assortments of lines of 
manufacturers supplying his wholesalers. These are 


The main exhibit hall showing booth arrangements, and 
the ceiling decorations. 


The booth of the Schelly Company, exhibiting some 
specials, was the company's show headquarters. 


Dinner was served with compliments of Schelly. 


4 os { See ee 
chs ae 
sod 
we 
‘ ’ 





TEAMWORK PAYS OFF! 


~~ = sae + 
; .e I ZZ . | 
Ry y 
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...When you order 
your pipe through the 


WHEATLAND PRODUCER-JOBBER TEAM 


You can be sure this winning combination will supply 

INSIST you with steel pipe of unvarying high quality, job after 

ON PIPE job. And your Wheatland distributor sees to it that you 
MADE get the pipe you need .. . on time! 


IN U.S.A. See your Wheatland Pipe Distributor for black or galvanized 


Wheatland Steel Pipe. 


.. foie wilh The yearmarh/ 


Vil ee ee et oe ee -” 


bY WHEATLAND STEEL PIPE 


WHEATLAND TUBE COMPANY 


Bankers Securities Bidg.., Prilta. 7, Pa. 
MILLS: Wheatiand, Pa. « Delair, N. J. 
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1 ‘DUTY SONOTONE hechennaatil 
Flashlight Battery Cartridge 


A new, multi-use adaptation of the patented Sonotone sintered- 
plate, nickel-cadmium battery used in space missiles and jets. 
GEABLeE JP Gives at least 3 hours of strong, continuous light from a single 


hadi charge with PR-6 bulb—or 1% hours with full-powered PR-2 bulb. 
Dependable in extreme temperature and weather conditions. 
Can be recharged hundreds of times at about %4¢ per charge. 


Sturdy, leakproof construction — aluminum jacket — electrically 


shockproof. 
and pus tan ges pe oe 4 Full-year guarantee under heavy industrial use — backed by Sono- 
a | tone’s leadership of over 30 years in precision engineering and 
service. 


Cc 
o A letel in long-life flashligh ! | 
So ry oto ry & R completely new concept in long-life flashlight power! Replaces and 


Battery Division, Dept. 858-60 outmodes any two “D” cells, for any purpose, in end-to-end use. Recharge- 
ELMSFORD. NEW YORK able overnight simply by plugging into any 110-120-volt AC outlet. Gives 
; ae users a lifetime of service— gives you more profit than you make from 
Leading makers of on corner eee 8 ages selling 20 pairs of industrial ““D” cells! Retail price, Model FC-3, $9.95. 
eee cin antacatn ‘hae cenaninieie (Also Standard Model FC-2 for home use—light lasts at least 1% hours 

nickel-cadmium batteries. with PR-6 bulb — $7.95 retail.) Order from your supplier now. 

Want more facts? Circle 146, p. 59 
82 © HARDWARE ACE, June 2, 1960 





When it’s show time 
(Continued ) 


the days a dealer gets ideas for 
new lines, for enlarging lines, in 
his store. 


Wholesalers who cover a smaller 
geographic area and those who 
cover severa' 


| states or more hold 
as q shows as part of their service to 


Fr ayo e =), beth. dealers. Such a show is that of 
Seer: 2 meson — F ; C. Y. Schelly & Bros., Inc., whole- 


saler at Allentown, Pa. Schelly’s 
show this year was the company’s 
seventh annual Spring Preview & 
Merchandise Show. 





For this show, the company took 
space in the fairgrounds at Allen- 


town. There were the booths, the 
aisles, plenty of lighting, and the 
ceiling was attractively decorated 


with bunting draped along the 


beams. 

Special services accorded dealers 

by the company were: dinner 

served each evening; a booth ex- 


hibiting the company’s promotion 1 
department services; a special mer- 
chandise booth with specials; the 


awarding of a seven-day Bermuda 
trip and more than 100 prizes do- 
nated by exhibitors. The Bermuda 
trip was won by R. L. Fronheis=r, 
Quakertown, Pa., dealer. The com- 
pany also brought in dealers from 
the outlying sections of its 23- 
county territory by special bus. 

This 7th Annual Spring Preview 
Show was attended by 1092 dealers 
and key personnel, to see the mer- 
chandise exhibits of 120 manufac- 
turers, 























HARDWARE HUMOR 
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the all 

VN 7 

| weed new S 

KILLERS 

Streamlined design, powerful selling | UY 

features, wide range of sizes and mod- ! \ | \" ~ #) )/ /[ | | by 

els, individual cartons—these are the rl: OK \ me aeroe 

reasons why Horton Water Coolers \) * a aired 

are America’s fastest-moving favorite. ee | Myers’ 
See your wholesaler, or write: 

HORTON EQUIPMENT CO. 

P. O. Box 2611, Houston, Texas... 











"Yes, ma'am, | assure you its com- 
pletely harmless and painless.” 
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408 


A complete saw blade sales center, at a low dealer cost and a high 
dealer mark-up. Everything you need to take care of the hobbyist, 
do-it-yourselfer and professional. And this unit is only 114” deep, 
less than 15” wide and only 8” high. Easel back for standup 
counter merchandiser, eye punched for wall or peg board display. 


Blades are packaged in individual plastic sleeves, each sleeve-pak 
regardless of type of blade is priced the same...perfect for self- 
service. Wide assortment of blade types, sizes, ends and teeth 
insures you'll have what your customers want. 


No. 50 Merchandiser contains 
5 packets each of the following 





No. of 
Type Style Length Teeth Width Biades 


Jig Pin 5” 10T mF -- a 8 








Jig 5” 15T .093 
Jig 10T 125 
Jig 15T 














Jig 18T 





Sabre 8T 





Coping 


-_ 
NWSI™NWI OO] OO; Wi fi @i wo! @& 





Coping 
6506 Coping 
6502 Coping i 6%” 



































Ask your wholesaler for the NEW #50 GRIFFIN Sales Booster. 


Want more facts? Circle 149, p. 59 
84 © HARDWARE AGE, June 2, 1960 














7% 


here’s where 


off in EXTRA PROFITS! 


The old saying—“Them who has— 
gits,” certainly applies to the pro- 
gressive dealer who stocks and sells 
the UNION line. He gives customers 
what they want... gets extra dollar 
volume, extra profits in return. 


Dealers wise find it pays to UNION- 
ize with the most complete line of 
all-steel chests available today in 
sizes and styles to meet all customer 
requirements. How about you? 


7817 MECHANICS’ 
TOOL BOX P 


41011 CASH 
and BOND BOX 


4U-12 
PARTS 
CABINET 


JOBBERS! 
DEALERS! 
Write for 


UNION STEEL CHEST corp. 
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Seed packets: just the 
start of tie-in sales 


Seed packets at 19¢, 29¢, and 39¢ 
can be worth their weight in gold, 
for the sales they represent, for the 
tie-in transactions they start. 

In many stores you'll see three, 
four, maybe five large racks of seed 
packets. You may wonder if the 
display space might not be more 


productive if given over to big- 
ticket items. The answer is no. 

Most dealers learn this in time, 
but it is particularly true for the 
new garden center of Bezdek’s 
Hardware, Cedar Rapids, lowa. 

Bezdek’s has learned that a 19¢ 
sweet pea flower packet can quickly 
become $5 or $10 worth of lawn 
equipment, 

Customers who come into this 
store with the intention of only 
stocking up on flower or vegetable 
seeds, often pay heed to manage- 
ment’s steady reminders that, (1) 
it takes hand tools to plant seeds 
properly and chemicals to keep 
them nourished and free of weeds, 
(2) it takes watering devices to 
keep them hardy, (3) it takes pesti- 
cides to keep them healthy. 

Bezdek’s also concentrates on 
other tie-in items such as lawn 
decorations, and fencing to keep 
animals and children away from 
tender young shoots. 

Of course, there’s a healthy profit 
to be made on the seeds themselves. 
Few customers buy only one packet. 
A few packs of zinnias, sweet peas, 
and marigolds quickly add up to $2 
or more. And most of the leading 
flower sellers must, be replaced an- 
nually. 
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the al/ 
new SD" 


by 
[Myers} 














The new SD by 
~ WITH 
NEW FEATURE 










mie 

~ 

r | 
| ; — 


Ten models-', % and % H.P. sizes 
Fits easily in 4” wells’ ~- 


Epoxy coating protects against corrosion’ 


Choice of high capacity or high head models - 


CHECK 
THESE 
IMPORTANT 


DEALER TESTED 
FEATURES 


Want more facts? 


Tough LEXAN impellers 
resist abrasion—are 
unaffected by corrosion 
and water absorption. 
Stainless steel hex shaft 
assures positive drive— 
smooth, quiet operation. 


Simplified design makes 
it easy to perform quick 
inspection and service 
in the field with only 
basic hand toools. 














...Proven Best by Field Test’ 





NOW, OVER 
30 GREAT MYERS 
SUBMERSIBLES 
FROM WHICH 

YOU CAN CHOOSE 





The amazing new SD The all bronze SA The big, powerful SC 


series, for 4” wells. series, for 4” wells. series. for 6” wells. 
10 models — ¥3, 9 models — 2 to 15 models — 5 to 
and 34 h.p. sizes. 3 h.p. sizes. 15 h.p. sizes. 





For complete information on Myers Submersibles, 
see the dependable Myers wholesaler nearest you, 
or write to us. 


gE? Bp H PH. 
WG ae 
All control elements 
are located above 
ground for convenient 


Special oil balancing 
system prevents water 
damage to motor— 
keeps motor and well 
pressure equalized. 


inspection and service. 


Manual reset circuit 
breaker eliminates 
fuses — protects motor 
windings. 


City State 


‘Myers’ The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 








4900 years of craftsmanship 
is theme of lock exhibition 


Hardwaremen will have opportunity to view 


exhibit that starts nationwide tour 


Here is news for hardwaremen view at various places around the 
with a special interest in locks. country, beginning this month. 
A lock exhibit will be on public The exhibit is presented by Yale 





o 


Sami the “1 
LINE PLASTIC 
_ PIPE 


BE SAFE... BE SURE... 
SELL 


LINE WD 
HIGH DENSITY 


FLEXIBLE PLASTIC PIPE 


FOR COLD WATER 
INSTALLATIONS 


Longer Life . . . 

far exceeds performance 
specifications of U. S. 

Dept. of Commerce (CS197-59) 


No stress cracking 
No pinholing 
. Greater strength 
FIRST 4 Corrosion-resistant 
. Easy to install 
in research! _ No costly call-backs 
ts NSF approved for 


FIRST | - | drinking water use 


ee 4 PIONEER MEMBER O 


GUARANTEED right... oy uty 


in writing! 


WRITE FOR FREE COMPLETE TECHNICAL AND ENGINEERING SERVICES AVAILABLE 
pescriprive Fotper @ RE SCENT PLASTICS, INC. 
Dept. A-O, 955 Diamond Ave. + Evansville 7, Ind. 
Want more facts? Circle 151, p. 59 
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The first burglar alarm? This Ameri- 
can lock fired percussion cap when- 
ever intruder turned knob of locked 
door. 


& Towne Mfg. Co., and circulated 
by the American Federation of 
Arts. Here is the exhibit schedule: 

June 1 to 22, Oshkosh, Wis.., 
Paine Art Center & Arboretum. 

July 1 to Sept. 22, Dearborn, 
Mich., Henry Ford Museum. 

Oct. 4 to 24, Emporia, Kan., 
Kansas State Teachers College. 

Nov. 5 to Dec. 10, Flint, Mich., 
Institute of Art. 

Another lock collection, the Yale 
Collection, will be shown June 11 
to 19 at the 1960 Parade of Homes, 
in Milwaukee. 


Origin is uncertain 


It is impossible to determine ex- 
actly when the first true lock was 
used. It is certain that the desire 
to secure person and property ex- 
tends back to the first prehistoric 
man who rolled a huge boulder 
in front of the entrance to his 
cave. 


This desire for security has led 
men through the ages to apply 
their ingenuity and inventive 
genius to the development of locks 
that would provide the greatest 
possible security. At the same 
time, designers have endowed these 
objects with aesthetic value. The 
application of this inventiveness 
and craftsmanship is embodied in 
Towne Mfg. Co. 
rity” presented by the Yale & 
an exhibit called “Style & Secu- 

The oldest known lock, which is 
of this type, was discovered at 
Khorsabad, 20 miles from Ninevah 
in the Middle East. It dates back 
at least 4,000 years. 


Amazingly enough, the Egyptian 





only 


°2.98 


AND ANY OLD CAN OPENER 


th 
ANNUAL 
SWING -A-WAY 
TRADE-IN SALE! 


Here’s just the right 
prescription for pulling 
traffic during dull sum- 
mer weeks..the 8th an- 
nual SWING-A-WAY 
money-saving TRADE- 
IN promotion. YOU 
GIVE $1.00 TRADE-IN 
ALLOWANCE for any 
old can opener toward 
the purchase of a regu- 
lar $3.98 Swing-A-Way 
Standard Magnetic Can 
Opener, and MAKE 
YOUR FULL SWING- 
A-WAY MARK-UP. 
Hundreds of dealers 
were disappointed last 
year. Better act now! 





A SELL-QUT THE PAST 7 YEARS 
ORDER YOUR TRADE-IN DEALS NOW! 


3 #123 DEALS TO SHIPPING CARTON we.27 bs. 





| CAT NO. | CONTAINS | RETAIL EACH | TOTAL RETAIL | 





123 3—No. 607W White $2.98 $17.88 
2—WNo. 607Y Yellow $2.98 
1—No. 607R Red $2.98 











Order the No. 123 youcan sel/ more, make more with 


TRADE-IN deal at 
your usual discount. 


SWING-A-WAY MANUFACTURING COMPANY + 4100 BECK AVENUE + ST. LOUIS 16, MO. 
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ANOTHER NEW 


MONEY -MAKER © 
by Bridgeport 


ANOTHER NEW 


MONEY-MAKER 
by Bridgeport 


So 


Bridgeport 
DISPLAY DEAL NO. 900 








DISPLAY RACK 
$5.00 VALUE 


FREE 


with one 
No. 900 Deal! 


HERE’S WHAT 
YOU GET! 


INDIVIDUALLY 
CARDED 
BRIDGEPORT 
SCREWDRIVERS 


TOTAL S 20 
RETAIL 
VALUE 
DEALER $ P ) 47 
COST 
DEALER $@73 
PROFIT 
Screwdrivers feature unbreakable 
plastic handles with exclusive 
BILT-IN grip and nickel plated 
forged steel blades. Assortment 
includes regular, screw-holding, 
and genuine Phillips blades. 


Guaranteed Quality at 
attractive low prices. 





Shown with removable bracket for at- 
taching to wall or pegboard. 
Size: 144,” x 144,” x 25” 





Here's a sure-fire way to boost big vol- 
yume sales of low price screwdrivers! 
Get this new Bridgeport Revolving Self- 
Selection merchandiser that makes it 
simple for customers to find and buy 
what they need. You get 4 each of the 
16 fastest selling RED CAP & BLUE CAP 
numbers, all clearly identified and pre- 
priced from 15c to 75c. 


You also get, at no extra cost, a rugged 
metal display which takes less than 1'7 
square feet of space. It can be used on 
the counter or attached to the wall with 
the special bracket provided. 

For economy, better quality merchan- 
dise, and faster sales, you can't beat 
Bridgeport! Order your No. 900 Deal 
today—See your jobber or write: 


THE BRIDGEPORT HARDWARE MANUFACTURING CORP. 
Bridgeport 5, Conn. 
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Yale lock collection 


spans 4000 years 
(Continued ) 


lock is similar in principle to the 
modern pin-tumbler cylinder lock 
developed in 1868 by Linus Yale, 
Jr. 


Romans developed variety 


The Romans brought the manu- 
facture of locks to its fullest va- 
riety. Their keys and locks were 
far more elaborate than those of 
the Greeks. 


Fortunately, some of these ob- 
jects were made of bronze, and 
several well-preserved specimens 
dating back to 100 B.C. are exhib- 
ited in “Style & Security.” 


First U. S. burglar alarm 


American locksmiths later dis- 
played some of the ingenuity of 
the medieval craftsmen in the trick 
locks which they made. One of 
these, shown in “Style & Security,” 
is a brass gun lock which is prob- 
ably one of the first burglar alarms 
used in America. 


Nineteenth century locksmiths, 
who prided themselves on their 
fine workmanship brought forth 
many new designs and patterns 
which they thought would frus- 
trate burglars. 


Custom-made locks were so com- 
plicated and expensive that they 
were entirely impractical for use 
in the average home. 

At this time an American lock- 
smith, Linus Yale, Sr., invented 
a lock based on a principle similar 
to that of the ancient Egyptian de- 
vice which was radically different 
from those being made by his com- 
petitors. 

It was this lock that led to the 
invention of the pin-tumbler cylin- 
der lock by his son Linus Yale, Jr. 
The pin-tumbler cylinder lock was 
ideally suited to the new mass 
production methods then being de- 
veloped. 

This was recognized by a young 
engineer, Henry R. Towne, who in 
1868, formed a partnership with 
Linus Yale, Jr. to manufacture 
these new Yale locks. 





IT PAYS TO STANDARDIZE ON STANSCREW 


Wc 134) 








GIMLET POINT 50 
RE es 
FULL BODY 
a UNC - 16 THREADS 


FINISHED HEXAGON NUTS | 








For better consumer acceptance... 


THESE BELONG ON YOUR SHELVES 





Your customer judges your business by the products you 
sell and the way they are displayed. The wise merchandiser 
recognizes this . . . and carries a quality impression into ATTENTION, WHOLESALERS 
every possible detail of his business. 
With Stanscrew you get fast de- 


Stanscrew brings this quality even into your bolt sales. livery . . . your order is normally 


With clean sharp threads, precise dimensions, and finished shipped within 24 hours. And 
appearance, Stanscrew fasteners are visibly superior. At- Stanscrew fasteners are competi- 
tractive modern boxes, with colorful high visibility labels, tively priced . . . no higher charge 
carry through this theme and dress up your shelves. for their extra quality and better 


Your wholesaler will gladly tell you about the profit- mend z narhagenico ss cept 
making possibilities in Stanscrew’s complete line. In addi- today. , 
tion to Stanscrew bolts, ask him about the colorful 
merchandisers on socket key kits and set screws. 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
© HIMGS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
Want more facts? Circle 154, p. 59 
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COMPARE AMES 


ROTO-EDGER 
with any 


other rotary 
lawn shear 


ames 
puts 
more zing in the steel... 


Turn the wheel of an Ames Roto Edger and listen to the quality shear- 
ing sound. Note the extra weight in the head for longer life and easier 
trimming. Check the exclusive shift lever on a #30 that adjusts cutting 
blade for maximum efficiency. Ames Roto Edger is reversible — can be 
used in either direction. America’s fastest selling rotary lawn shear. 


No. 30 Deluxe No. 20 Universal No. 10 Standard 


66%4% markup — full 40% profit. 


IT’S PRESOLD ... POWERFULLY SO...IN 
Better Homes & Gardens House & Garden Living 
Popular Gardening House Beautiful Sunset 


Ss 
4 >" : CASUAL FURNITURE 
AME > WHY NOT STOCK THE COMPLETE AMES LINE? ; seen gga 
« 1774 SHOVELS 
y 


O. AMES CoO. PARKERSBURG, WEST VIRGINIA 
Want more facts? Circle 155, p. 59 
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Booke 


for a dealer's library 





“Value Added By Industrial Dis- 
tributors and Their Productivity,” 
an impartial and factual report, 
will benefit wholesalers seeking a 
more profitable flow of merchan- 
dise through better public rela- 
tions. This book’s premise is that 
distributors add values rather than 
costs to the merchandise they han- 
dle. This book shows what to do 
to acquaint employees and custom- 
ers with distributor functions, how 
to prepare press releases, how to 
incorporate factual data for 
speeches, how to organize direct 
mail and local ad campaigns. Seven 
chapters cover the history of in- 
dustrial distribution, definitions, 
classes and types of distributors, 
margins and functions, and produc- 
tivity and efficiency. Written by 
Prof. R. D. Buzzell, Ohio State 
University, this study was as- 
sisted by a grant-in-aid from the 
National and Southern Distribu- 
tors Assns. Available from Re- 
search Committee, National Indus- 
trial Distributors Assn., 1900 Arch 
St., Philadelphia 3, Pa., and the 
Southern Industrial Distributors 
Assn., 712 Volunteer Blidg., Atlan- 
ta, Ga. Price: $3.50. 


“Spin Fishing With du Pont 
Stren” is a product knowledge 
course on fishing and fishing equip- 
ment that will interest dealers who 
sell sporting goods. This booklet 
covers all aspect of spin fishing 
techniques and equipment, in terms 
the beginner can grasp. More gen- 
eral subjects include selection of 
spinning lures and how to fish 
with them, selecting the right rod, 
tying knots, etc. Available from E. 
I. du Pont de Nemours & Co., Dept. 
S-2, 3rd and Greenhill Ave., Wil- 
mington 98, Del. Pages: 55. Price: 
10¢. 


“Trademark Management—A 
Guide For Businessmen” will prove 
valuable and informative to dealers 
and wholesalers who advertise fre- 
quently. Though not intended to 
eliminate need for legal counsel, 
this book helps businessmen evade 
complex trademark hazards. The 





book outlines histories of trade- 
marks, the legal aspects of their 
misuse, and how many famous 
trademarks have slipped into public 
domain because they were not en- 
forced. This book is a must for 
dealers and wholesalers who have 
established their own private trade- 
marks for manufactured goods, and 
services. Available from U. S. 
Trademark Assn., 6 E. 45th St., 
New York 17. Price: $3. 


nme an ne 


Dealer’s winter mower 


plan is successful 


Here’s a merchandising idea for 
hardware stores anxious to lure 
power mower service customers 
during the winter months. 

Provide facilities for lawn mower 
storage. 

The plan worked out well during 
the past winter season for Taylor 
& Vadney, Inc., Albany, N. Y. 

Last fall the firm used various 
advertising media to invite Albany 
area residents to bring their lawn 
mowers in for free storage. 

The firm offered to winterize, 
sharpen, adjust, lubricate and make 


any necessary repairs on mowers | 
during the winter so the equipment | 


would be in tip-top shape for the 
spring season. 

Taylor & Vadney featured free 
pick-up, free storage and free de- 


livery, charging only for service | 


work performed. 
The promotion resulted in a closer 


tie between the firm and its power | 
mower customers. It also provided | 


some profitable service business on 
mower equipment during the win- 
ter season. 

Customers did not pay for the 
service work until the mower was 
delivered in the spring. 

One of the most effective means 
used to promote this service was a 
4 x 6 in. ad in the Albany Knicker- 
bocker News, which featured the 
theme: “Free lawn mower storage.” 

Taylor & Vadney used this sales 
pitch in the ad: 

“We want to help you keep your 
equipment in satisfactory condition 
and operating efficiently, as well as 
to extend the period of its useful- 
ness. Let us winterize, sharpen, 
adjust, lubricate and make any 
necessary repairs during the win- 
ter.” 
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YOURS... 
FOR THE ASKING! 


The handsome Utica R-1 display, a 
proven success over the years, is 
still available to you free. Made of 
glass and seasoned hardwood, with 
rich velour-like interior, it’s a piece 
of fine furniture that highlights the 
true quality and precision of your 
Utica tools. The R-1 is 33” high, 22” 
wide, 3” deep and comes stocked 
with 37 of the most popular and 
fastest moving Utica tools. The R-1 
has no equal. Ask your distributor. 


Utica Drop Forge & Tool Division, 
Kelsey-Hayes Company, 
Utica 4, New York. 


tools the experts use! 


Want more facts? Circle 156, p. 59 
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Gals go for EKCO 


All Metal Tea Strainer— 
out 39c 
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“Easy Out” Measuring ~ © Yay ee “Natural Angle’ Tongs- 
#R-71K about39¢ Bai, os ii #56K about 29c 


I 
bis. asain ns 


iC) 


K CQ) )) ee aiateg name svomen tour by 


EKCO-AUTOYRE DIVISION EKCO PRODUCTS COMPANY, CHICAGO 39, ILL. 
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top-quality galaxy of gadgets 








oe 


“Soap Saver’ — 
#S-219W about 19c 








“Pop Out" Strainer— 
#2699 about 29c 


~ 


Brand New Colorfully Carded Impulse Items 
Sell Themselves Right Off Your Shelves 


8-Wheel Knife Sharpener— 
#2696K about 69c 


Here they are—nine hot traffic gadgets 
priced for long profit margin and 
volume selling! They’re instantly rec- 
ognized as time and work-savers by 
the person who does ninety percent 
of the buying for the kitchen—the 
housewife! 


At every price level, Ekco offers 
Want more facts? Circle 157, p. 59 


more quality for the money, more 
selling help, more merchandising. Ekco 
is the only nationally advertised brand 
in the gadgets field. 

Gadgets build traffic, bring long 
profits. Ask for the Galaxy of Gadgets 
today. See your local Ekco-Autoyre 
distributor or salesman. 
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Convention 
Calendar 


——Convention Check List—— 


For complete details about the con- 
ventions listed by dates below use the 
alphabetical listing following this quick 
check list. 


June 

1-18 Bostwick-Braun Co., Annual Toy 
& Gift Show, Toledo, Ohio. 

5-6 United Hardware Dist. Co., 
Toy Show, Minneapolis. 

5-7 Ace Hardware Corp., Summer 
Convention & Toy Show, Chi- 
cago. 

6-16 Cotter & Co., Toy & Fall Goods 
Merchandise Exhibit & Stock- 
holders’ Meeting, Chicago. 

6-24 American Hardware Supply Co., 


Toy Show, Pittsburgh. 
12-13 The S&M Co., Grand Opening 
ee68@ Open House & Dealer Show, 


Minneapolis. 
12-16 The Lawn Mower Institute, Inc., 


Eighth Annual Convention, 
Dis hey Chan eove i aa 3 Shawnee-on-Delaware, Pa. 
P y g ° r $ asy- 12-26 Hardware Wholesalers, Inc., 
a Gift & Fall — 
, Fort W , Ind. 
Modernize a step at a time—anytime 120 ton. Seas. 4 


Texas Hardware 


a Assn. & Texas Boosters Club, 
with Heller - Units San Antonio, Texas. 

19-26 Farwell, Ozmun, Kirk & Co., 
Toy & Gift Show, St. Paul, Minn. 


July 
10-14 National Retail Hardware Assn.., 
Congress, Philadelphia. 


11-15 National Housewares Mfrs. Assn. 
3e¢ Easy to handle = Je Strong wood construction = na aban Poenie Che 


section by section heavy load carrying 11-15 Supplee-Biddle-Steltz Co., Toy & 


capacity Gift Show, Philadelphia. 


17-19 Our Own Hardware Co., Sum- 
oe Maximum display from mer Merchandise Exhibit & 


every foot of fixture ¥ Wali and Floor units oad Meeting, Minne- 
apolis. 

17-27 The Geo. Worthington Co., Toy 

| & Gift Show, Cleveland. 

AD) D)-ON Display Fixtures enable you to modernize your ae te “narioan Tiesaware Sanpty Co. 


, : Aug. 5 Gift Show, Pittsburgh, Pa. 
store economically, step by step . . . now, tomorrow and in years to come. 
And best of all, there’s no need to close your doors during remodeling! August 


No work crews—you can do it yourself. Each handy, pre-fit ADD-ON wieder yor le erg Pte 909% 
unit can be easily assembled in 30 minutes. You can install an 8 ft. wall son Hardware Co.; King Hard- 
section for as little as $110.75. ware Co.; and Sharp-Horsey 
Hardware Co., Atlanta. 
ADD-ON units always match—and can be customized by Heller to fit your 23-24 Oklahoma Hardware Co., Fall 
space needs right down to the last quarter inch. easy 2g" aug Okla- 
‘ : a City, a. 
Compare ADD-ON units with any fixtures on the market today. You'll find 28-31 J. A. Williams Co., Merchan- 
them lower in cost—and more economically expandable—than any other Cie Veit, TRHNETEE. 


units available, including locally-built units. 


Je Low in cost Je No lost sales time 


September 


| | 4-7 Beck & Gregg Hardware Co., 

ce SOO SE Oe ee a ers eo ae ee ee Fall Merchandise Show, Atlan- 

W. C. HELLER & COMPANY © MONTPELIER, OHIO Le - Bo ta, Ga. 

Gentlemen: | am interested in ADD-ON units for low-cost Ee i Be he ; 19 Franklin Hardware & Supply 

modernization, step by step. Please send complete details. | . : 0. Ansuat “Sonveation ond 
pany re Meeting, Pitts- 
| , — | | urgh. 

NAME face e ra 25-28 National Builders’ Hardware 


ee 
ok: 2 RRR ot ae 








a | | ee | q bi Convention, Chicago. 

Oct. 13 American Hardware Supply 
Co., Fall Group Meetings, 
Pittsburgh. 


ADDRESS 











CITY. 














(Continued on page 98) 
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DESSTON 
PLYWOOD CUTTING BLADES! 


3 SIZES FIT 15 MAKES OF 
PORTABLE ELECTRIC SAWS 


> Fast Seller at *72° and *64° 


—— — eee > oo 
SSS ee ee. —————_ <3 

















“Hottest” SAW BLADE ON MARKET 
CUTS PLYWOOD “SANDED SMOOTH”—NO SPLINTERS—NO SHREDS 


~ Ask for immediate shipment of these exclusive plywood 
blades from Disston . . . order through your jobber, now! 
At new, low Disston prices, they’re selling like hotcakes... 
to craftsmen, cabinet shops and do-it-yourselfers. 


FOR PORTABLE ELECTRIC SAWS...TABLE SAWS 
.. . RADIAL SAWS! Disston now gives you a plywood 
blade for every type of power saw, using an 8”, 74"’ or 
6%" blade. Disston Plywood blades fit 15 makes of port- 
able electric saws, alone! Suggested retail price for the 8” 
blade—$7.50 . . . your price $5.01. Suggested retail price for 
7%" and 6%" blades—$6.40 . . . your price $4.27. 


POPULAR SCIENCE SAID “A new kind of blade just 
put on the market is designed for only one purpose—to 
breeze into plywood without tearing the grain. Its close- 
spaced teeth work through the tough glue lines without 
chatter or speed howl. It has the temper to withstand 
abrasive wear and the kerf looks sanded smooth.”’ 














This is an opportunity! For the first time, you sell plywood 
cutting blades for even small power saws . . . plywood 
blades that really do the job! Order now! 


Disston Division, H. K. Porter Company, Inc., Philadelphia 35, Pa. 


[) Please send me display boxes of 6 plywood blades each at a price 
of $27.07 per box through my distributor. 


Dealer Name 
Address 
City 








Distributor Name 
Address 


DISSTON PORTER DIVISION 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 


Want more facts? Circle 159, p. 59 
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‘Make top profits with sensational new 


12 popular colors to 
match ail wood 


FREE color folders, national [7 
advertising, publicity help iy, 
you sell. err 
Want tremendous repeat sales, 
top profits? Sensational new 
Woodblend Putty Pencils, on dis- 
play, sell themselves to wood- 
workers and home craftsmen. 
Everyone that works with wood 
needs a set to fill holes and rem- 
edy surface defects. 12 decorator 
colors to match any shade. Big 
ready-made demand created by 
national advertising and publicity. 
Write today for exciting profit FREE permanent counter displa 
story on Woodblend, Plastic Alu- attennte attention. Peovides aa 
minum, Tub ’n Tile Sealer, Magic extra salesman for less than 1 
Wood and 35 other best-sellers. square foot of space. A-1398A 


.@ Magic Iron Cement Co., Inc. 


* Be if 
= = 


= aia " 
. a - 24 
12 Popular : 
SHADES TO MATCH Att WOOD Fasmesy ©. 
Sas ? 
Ne << a ata si i = 
= : asen 


ieee ee 








5403 Bower Ave. e Cleveland 27, Ohio 
In Canada—Bernard Marks & Co. Ltd., Toronto 
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PROFIT MORE with... 


Quality - Durability - Performance 


Power Lawn Mowers _\ 





Sy 
Backed By a Na tion wide Network of Authorized Service Stations 


ae RO], | 5 5. ae Cy a, BS ee eee eo) mere) -i_fe)-F-Bare 

VV 3a @ lien. «tal +O s-e @aallen: to 5 ! - T ept e BErkshire 7-471 
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Convention Calendar 





(Continued ) 


National Events 


The Lawn Mower Institute, Inc., 
Washington, D. C. Eighth Annual 
Convention, June 12-16, Shawnee 
Inn, Shawnee-on-Delaware, Pa. 


National Builders’ Hardware Conven- 
tion, Sept. 25-28, Chicago, Hotel 
Headquarters, meetings, and ex- 
hibitions at Hotel Sherman. Spon- 
sored by National Builders’ Hard- 
ware Assn., William S. Haswell, 
managing director, 515 Madison 
Ave., New York 22, and American 
Society of Architectural Hardware 
Consultants, George P. Merrill, ex- 
ecutive secretary-treasurer, 220 “E” 
St., Santa Rosa, Calif. 


National Housewares Exhibit, July 11- 
15, Atlantic City Convention Hall. 
Sponsored by the National House- 
wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; 
Do:ph Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 10-14, Sheraton Hotel, 
Philadelphia. Sponsored by the Na- 
tional Retail Hardware Assn., 964 
N. Pennsylvania St., Indianapolis 4, 
Ind. 


Regional Events 


Ace Hardware Corp., Chicago, Sum- 
mer Convention & Toy Show, June 
5-7, Main Exhibit Hall of Palmer 
House, Chicago. 


American Hardware Supply Co., Toy 
Show, June 6-24; Gift Show, July 
25-Aug 5; and Fall Group Meeting, 
Sept. 26-Oct. 13. All at company’s 
offices, 41 Terminal Way, Pitts- 
burgh. 


Beck & Gregg Hardware Co., Annual 
Fall Merchandise Show, Sept. 4-7, 
at company offices, 217 Luckie St., 
Atlanta, Ga. 


Bostwick-Braun Co., Annual Toy & 
Gift Show, June 1-18 at company 
offices, Cor. Summit & Monroe Sts., 
Toledo, Ohio. 


Combined Hardware Wholesalers’ 
Dealer Show: Aug. 2-5, Dinkins- 
Davidson Hardware Co.; King 
Hardware Co.; and Sharp-Horsey 
Hardware Co., at Atlanta Biltmore 
Hotel, Atlanta. 


Cotter & Co., Chicago, Toy & Fall 
Goods Merchandise Exhibit & Stock- 
holders’ Meeting, June 6-16, at 
company offices, 2740 Clybourn 
Ave., Chicago. 


Farwell, Ozmun, Kirk & Co., Toy & 
Gift Show, June 19-26, at company 





display room, Kellogg Blvd. & Jack- 
son St., St. Paul, Minn. 


Franklin Hardware & Supply Co., An- 
nual Convention and Stockholders’ 
Meeting, Sept. 9, at company ware- 
house, 863 Easton Rd, Warrington, 
Pa. 


Hardware Wholesalers, Inc., Toy, Gift 
and Fall Merchandise Show, June 
12-26, at company offices, Nelson 
Rd, Fort Wayne, Ind. 


Oklahoma Hardware Co., Fall Mer- 
chandise Market, Aug. 23-24, at 
Huckins Hotel, Oklahoma City, 
Okla. 


Our Own Hardware Co., July 17-19, 
Summer Merchandise Exhibit & 
Stockholders’ Meeting, at general 
offices, 618 N. Third St., Minne- 
apolis. 


Supplee-Biddle-Steltz Co., Toy & Gift 
Show, July 11-15, at company’s 
Merchandise Mart, 4th & Bristol 
Sts., Philadelphia. 


The S&M Co., Grand Opening Open 
House & Dealer Show, June 12-13 
at company offices, Arthur & Ken- 
nedy Sts., Minneapolis. 




















United Hardware Distributing Co., 
Toy Show, June 5-6, at company 
offices, 2432 North Second St., Min- 
neapolis. 


J. A. Williams Co. Pittsburgh, Mer- 
chandise Fair, Aug. 28-31, at Syria 
Mosque, Pittsburgh. 


* 
The Geo. Worthington Co., Annual In this new catalog 
Toy & Gift Show, July 17-27, at 
- 
any plier your customers want 


company’s exhibit hall, 802-832 St. 
Clair Ave., N. W., Cleveland. 








State Events 


Texas Wholesale Hardware Assn. & 
Texas Hardware Boosters Club Con- 
vention, June 16-18, at Hilton Hotel, Here is a catalog with 24 pages filled with pliers of every 
San Antonio; Howard Weddington, te ae , 

1327 National City Bldg., Dallas 1, description—side cutters, oblique cutters, long nose cut- 
secretary-treasurer. ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 


catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 103-A, listing and describing scores of Klein 
Pliers, will be sent on request. 














"Since 1857" 


) ts KLEIN 


7200 McCORMICK ROAD © CHICAGO 45, ILLINOIS 





"Ordinary ashtrays he ignores!” 


Want more facts? Circle 162, p. 59 
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YET-DRI 


(Made with CCR-37) 


Does It 


*Perfect for use on metal and 
wood, wallboard 
and plaster 


Write for 
nearest supplier 
and literature 


Jet-Dri Division : : 
Consodlidated Chemical & Paint Mfg. Co. 
456 Driggs Avenue, Brooklyn 11, N.Y. 


Want more facts? Circle 163, p. 59 
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How’s the Hardware Business? 





Liberty Distributors design power tool line, 
with '/4 in. drill ready for dealers in fall 


Liberty Distributors has design- 
ed its own family of power tools 
under its brand name of “Trust- 
worthy.” The first tool, a ™% in. 
electric drill, will be available this 
fall to dealers served by these 
wholesalers. 

The program was undertaken to 
“put some profit back in power tool 
merchandising,” according to Lib- 


The first tool in the Liberty Distribu- 
tor designed line, the 1/4 in. electric 
drill. 


erty Distributors. The wholesale 
group points out that these exclu- 
sively-designed tools will give deal- 
ers a power tool line that can be 
advertised without being confused 
with low-priced tools. Also, that 
dealers can sell these tools and 
make an adequate profit. 


The ™% in. electric drill is about 
to go into production, to be stocked 
by dealers at the start of the Christ- 
mas selling season. 


Liberty Distributors is a group 
of 26 wholesalers across the coun- 
try, representing $265 million an- 
nually in wholesale sales. The 
wholesalers join in working up mer- 
chandising projects and promotions 
for the dealers they serve. 


A committee of the wholesalers 
considered a number of designs. 
The final design was submitted to 
the entire group. A hand-made 
model was taken around the country 
to every power tool buyer among 
Liberty’s 26 members. These buy- 
ers studied and evaluated the tool. 


The first model of the drill, plus a 
complete promotion program, was 


presented at a meeting of the entire 
Liberty Distributor group in Chi- 
cago last month by Robert C. Ver- 
een, managing director. The drill 
is to go into production in the next 
60 days, with samples available to 
Liberty distributors in August. 

The % in. electric drill, shown 
here, delivers 2.6 amps of power at 
2000 rpm. In addition to its distinct 
design, the drill will be identified 
with a blue cord, used on all Trust- 
worthy line tools. 

The promotion program includes 
ad mats, envelope stuffers, store 
banners and pennants. Each Trust- 
worthy drill will be in a self-selling 
display carton. Product informa- 
tion for the customer will be on the 
carton, and on the blue-and-yellow 
fact tag on the drill. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Free toy catalogs from 
Farwell, Ozmun, Kirk 
Farwell, Ozmun, Kirk & Co., St. 


Paul wholesaler, will hold a toy 
show June 19-26 at which dealers 


can obtain 250 toy catalogs free 
with each $500 toy purchase. 

Additional catalogs can be pur- 

(Continued on page 103) 





Retail hardware store 
sales up 5% in March 


Despite unfavorable weather that 
hindered business during most of 
March, retail hardware store sales 
for the month topped March 1959 
sales by 5.2 percent. 

Total sales for the month were 
$203 million, $10 million more than 
in the like month a year ago, and 
$25 million or 14 percent higher 
than in February. 

Sales for the first quarter this 
year were $556 million. That’s $22 
million, or 4.1 percent, higher than 
in the like quarter of 1959. 

The U. S. Commerce Dept. cor- 
rected the February estimate to 
show sales at $178 million, instead 
of the $179 million previously re- 
ported. 

Here are the U. S. Commerce 
Dept. unadjusted estimates of hard- 
ware store sales for the last three 
years: 

(Millions of Dollars) 


1960 1959 
174 
167 
193 


1958 
172 
154 
178 


January 


February .... 178* 


Three Month 
$534 


245 
263 
262 
240 
229 
227 
243 
219 
289 


$504 


224 
257 
238 
227 
223 
225 
242 
225 
288 


September ... 
October 

November .... 
December .... 





$2,751 $2,653 


* U. S. Commerce Dept. corrected February's 
estimate from $179 million to $178 million. 


March paint shipments 
down 1% from year ago 


Factory shipments of paint, var- 
nish and lacquer totaled $149.2 
million in March. That’s $18.5 mil- 
lion or 14 percent higher than in 
February, but $1.5 million or 1 per- 
cent below the March 1959 level, 
according to the Commerce Dept. 

Paint sold to hardware and other 
retail outlets totaled $84.6 million 
in March as compared with $71.3 
million in February, and $87.7 in 
the like month a year ago. 





want 
some of 
these... 


... the very first words as your customer walks 
in looking for any conceivable type of bolt, 
nut or screw. There are probably more types, 
sizes, shapes and finishes in bolts, nuts and 
screws than in any other line you carry. 

. . and your customer expects you to have 
just exactly what he has in his hand because 
he knows yours is the place to find it. 

.. . and Screw and Bolt is the line you can 
turn to. You know that’s where YOU can 
find it. It’s America’s most complete line of 
bolts, nuts and screws. There’s no reason for 
you to carry any other line. More and more 
distributors are switching to the Screw and 
Bolt line. 

Mark the “Screw and Bolt” line in your 
want book today... satisfy your customer when 
he says “I want some of these...” 


VMA 75486 


SCREW AND BOLT CORPORATION 


P. 


DIVISIONS: 


OF AMERICA 


©. Box 1708 Pittsburgh 30. Pennsyivania 


Pittsburgh e Gary 
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¢ Southington Hardware « American Equipment 


An Important Message 
from the NHMA 
to the Housewares Industry 


Chicago’s mammoth new lakefront Expo- 
sition Center will be the site of the July 1961 
National Housewares Exhibit. 

This important decision was unanimously 
voted by the Board of Directors of the 
National Housewares Manufacturers Asso- 
ciation at its recent Annual Meeting. 

The move of the mid-year Exhibit to Chi- 
cago was made in the best interests of the 
Housewares Industry and the show as a 
whole after long and careful study of the 
facilities available in several cities and of all 
the many other factors involved. 

For years the July show has attracted a 
limited, regional buying audience, with only 
20% of buyers coming from outside the 
eastern area. The Chicago show in January 
has been truly national, consistently draw- 
ing more than 50% of its buyer attendance 
from other than the midwest states. 

Determined to continue the NHMA’s 
basic policy of providing the steadily grow- 
ing Housewares Industry with the best trade 
Show possible at the lowest cost consistent 
with sound management, the Board found 
that only Chicago offers the combined ex- 
hibit and housing facilities needed for the 
increasingly important mid-year Exhibit. 

The new hall will accommodate under one 
roof approximately 400 more booths than 
are presently possible in any other available 
modern exhibit hall. Practically the entire 
show will be on one level. Located in the 
travel-center of the country, the new hall is 





Serving the housewares industry since 1938 


situated south of the Loop at 23rd Street 
and Lake Michigan, only a short bus or cab 
ride from downtown hotels. The building is 
approximately three blocks long and a city 
block wide. 

Completely air-conditioned, the new hall 
will provide professionally catered restau- 
rant facilities, including a full-service dining 
room seating 650 and a self-service restau- 
rant with a capacity of 1,800 an hour. In- 
cluded also will be numerous meeting rooms 
and adjoining parking lot for several thou- 
sand automobiles. 

The new Chicago location of the 1961 
January and July Exhibits will permit the 
NHMA to accommodate additional exhibi- 
tors, as well as to increase the space of pres- 
ent exhibitors, and thus give housewares 
buyers throughout the nation a greater selec- 
tivity of merchandise than has been possible 
in any previous show in the history of the 
Housewares Industry. In addition, the more 
efficiently designed, air-conditioned exhibit 
hall will enable buyers to cover the show 
with greater comfort and more speed than 
ever before. 

The Board has deemed the twin move of — 
the January and July National Housewares 
Exhibits in 1961 to Chicago’s new Exposi- 
tion Center a constructive forward step in 
the best interests of the growing Housewares 
Industry and the National Housewares 
Exhibit as a whole. 

BOARD OF DIRECTORS 





NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not for profit) 


1130 Merchandise Mart 


Chicago 54, Illinois 
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Can-O-Mat 


MOST BEAUTIFUL 
CAN OPENER 
MADE 


PORTABLE 
ELECTRIC 


CAN 
OPENER 


a =~ GS 


. ) RIVAL MANUFACTURING CO 
. ~~ Kansas City 29. Missour 








ALL-POSITION 


\CHECK VALVE 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 
available with Buna rubber poppet for 
use with air or cold water. Sensitive in 
operation. Work in any position. Made 
in seven sizes, 200 lbs. pressure. We 
o will design special Check 
Valves; tell us your 
needs. Write for Bulle- 

tin 302 and prices 


Order from your jobber. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 
Want more facts? Circle 167, p. 59 





New Wholesalers’ Aids 





(Continued from page 100) 


chased at less than actual cost. The 
offer is good until June 26. 

The catalog is 12 pages, book 
style. Some 129 toy items are fea- 
tured, 21 at below regular retail 
prices and 22 other items, regu- 
larly priced at $1 will be listed 
for 88¢. 

The catalog can be used sepa- 
rately, or inserted in Farwell’s 
1960 gift catalog to make a 28- 
page toy and gift catalog. 

A store trim kit is also avail- 
able. It contains two sizes of ban- 
ners in bright colors, one large 
over-the-wire banner, price cards, 
and double pennants. 


Rabinowe sale circular 
offers vacation for 2 


A free vacation for two in Flor- 
ida plus 101 other valuable prizes 
are offered to consumers to create 


traffic for the newest sale circular 
from E. Rabinowe & Co., whole- 
saler at Yonkers, N. Y. 

The circular is entitled “Giant 
Value Carload Sale.” It is printed 
on eight-pages in four-colors, and 
features about 100 merchandise 
items. 

More than 150 dealers are par- 
ticipating in the promotion which 
is the largest spring promotion in 
the wholesaler’s history. 

(Continued on page 105) 








when it’s brewed in 


CORY’ 


Our vast new line of glass cof- 
fee brewers, gift-packed to re- 
tail from $4.95 tc $7.95, are 
profit-designed for your gift 
department. And our Cory com- 
bination Percolator-Beverage 
Server, as illustrated below, is 
_ an all-time best seller at $6.95. 


+Your store profits again and 
again when it becomes a Cory 


PARTS CENTER 


Replacement Glass Filter Rods 
and Bowls are money-makers 


CORY CORPORATION 
3200 W. Peterson Ave., Chicago 45 

CORY CORP. (Canada) Ltd., Toronto, Ont 

Want more facts? Circle 168, p. 59 
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APPROVED 
DISPLAY 


- 
- 
- 


YOU CAN'T OVERSTOCK on pulleys with this new 436 PAC 
display on your wall or counter. You get the right number of 
the fastest-moving, Congress Micro-Balanced pulleys . . . in the 
handiest selling set-up there is! Easy to SEE—easier to sell— 


priced for top profits! 


HERE'S WHAT YOU GET: 36 Congress finest-quality Micro- 
Balanced pulleys in a sales-tested assortment of the ‘‘BEST- 


SELLERS’. Mounted on an eye-catching blue and yellow 


welded rack that uses just 1/3 cubic foot of your precious 
selling space. So call your Jobber today—and put this 


pulley profit-builder to work now. 


TANN CORPORATION ev; ug Woeye pawns DIVISION 


3750 EAST OUTER DRIVE DETROIT 34, MICHIGAN 
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New Wholesalers’ Aids 


(Continued from page 103) 





Pro Hardware circular 
ties in with Hawaii 

“Fifty Star Celebration Sale” is 
the theme of the eight-page sum- 
mer mailer prepared by Pro Hard- 
ware, Inc., Larchmont, N. Y., an 
affiliate of Cosgrave & Associates. 


Items featured include lawn, gar- 
den and outdoor living equipment, 
household items, sporting goods, 
tools and electrical supplies. Space 
for dealer imprint is provided on 
the front page. 


Blumberg follows up 
with 1-page circular 


Terming its recent spring pro- 
motion the best ever, Wm. L. Blum- 
berg Co., Inc., wholesaler at Brook- 


similar promotion late this month. 


The earlier promotion was de- 
veloped by Blumberg to make its 
consumer mailer more effective. 
Radio spot announcements were 
used to urge customers to look for 
and use the Blumberg spring mail- 
er. This promotion was published 
in HARDWARE AGE, March 24, p. 
170. 

The follow-up promotion will in- 
clude a one-page mailer, and will be 
backed by radio spot announce- 


The mailer will be offered to 
more than 1000 hardware dealers 
through 17 wholesaler members of 
the Pro Group. 

The mailer is a nine-day promo- 
tion. It is timed to break at the 
consumer level about June 30 so 


lyn, N. Y., will follow up with a ments and free display kits. 








Catch Fishermen 
and Tool Users in abuying Mood 


YOU CAN MAKE A SIZEABLE PROFIT when you take full ad- 
vantage of a habit that’s common among fishermen and tool users. 





The habit? They can’t help examining new tackle boxes and 
tool chests when they see them. They like to open the covers 
and operate the cantilever trays—slide the drawers in and out to 
see how easy they work—and imagine their own equipment in a 
new kit. 


Always keep your Kennedy Tool and Tackle Boxes out in a good 
display where they tempt your traffic to try them out. And when 
they look ’em over, you have these men in a buying mood... 
and the “seen” is set for a sale! 


THE KENNEDY PROFIT PLAN shows you how to stimulate 
this interest. And it shows you the best ways to tie-in Kennedy 
Kits with related items for multiple sales and profits. 


@ 
r 
SEND FOR YOUR KENNEDY PROFIT PLAN 


Kennedy Kits 


KENNEDY MANUFACTURING CO. 
DEPT. 116, VAN WERT, OHIO 














dealers can tie-in the 50-item sale 
promotion with the admission of 
the 50th state on July 4. 

Featured in the mailer are 
household items, lawn and garden 
tools, outdoor living equipment, 
kitchenware, tools, plumbing and 
electrical supplies. A coupon spe- 
cial is featured on the front cover. 


TODAY! 


Bostwick-Braun offers 
summer sale circular 





Please send me complete details about the 
Kennedy Profit Plan. 


Nine days of big savings are 
offered to consumers in the summer 
circular prepared for its dealers by 
The Bostwick-Braun Co., wholesaler 
at Toledo, Ohio. 

The circular is a 8-page tabloid- 
size mailer printed in four colors. 
The theme is “Summertime Sale.” 





Requested by 





Address 





City 





O22 2282 222 2224 
me me amaewd 
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Promotions 





Manufacturers’ New Merchandising Plans 


Spring stock-up sale 
on Bernz gas cylinders 


Special prices and a new rip- 
cord shipping and display unit are 
featured in Otto Bernz Co.’s, Roch- 
ester, N. Y., spring stock-up sale 
promotion on its propane gas cyl- 
inders. 

The promotion is timed to coin- 
cide with general spring clean-ups 
and the beginning of outdoor liv- 


ing when demand for the cylinders 
will be at its peak. 

During the sale, the cylinders 
will be offered to dealers for $1 
eacr. The carton designed for the 
promotion will contain 12 cylinders 
packed in six twin-packs. Dealers 
can offer customers the twin pack 
for $2.98 or 90¢ off the regular re- 
tail price. 

The shipping carton turns into 
an eyecatching display with one 





The "INSIDE STORY’ of 


INDESTRO “INSIDE QUALITY” 


There is a definite extra quality built into every Indestro tool. 
This is demonstrated by superior quality you will find in every 
Indestro sccket—a quality based on: 


HOT BROACHING 
assures smooth and clean 
wall surfaces, free from 
stresses, tears and cracks 
that eventually shorten 
socket life. 


UNIFORMLY THIN WALLS 
No weak spots. Sockets have 
incredible strength, yet are 
lightweight and compact, for 
— into those “tight” 
place 


REINFORCING NUT STOP RING 

holds nut in socket so that 
contact with bolt is easily 
established with only one 
hand. Also provides added 
strength. 


FINEST HIGH ALLOY STEE 


The best steel for every 
function is used throughout. 


CHAMFERED BEVEL 


on both openings of socket 
facilitates the guiding of the 
fitting into sockets and 
socket onto the nut. 


KNURLED GROOVE 


around outer wall of socket 
provides firm grip, even 
with greasy, slippery fin- 
gers, when attaching socket 
drive handle, or taking 
apart. 


4 WAY POSITIVE “LOCK-ON” 
No fumbling to find wall 
with retaining groove. Sock- 
ets stay securely attached 
to drive handle. 


POLISHED CHROME PLATED FINISH 


Another Great INDESTRO “Leader” 


a ; — 








30 pc. SOCKET SET 


One of the most popular of all 
Indestro sets because it contains 
a wide range of sockets and fit- 
tings to satisfy professional or 
homeowner needs—including set 
of 6 pt., 8 pt. and 12 pt. sockets, 
5%" extension bar, 1542” Swing 
Head Handle, 9” Cross Bar, 17%” 
Speeder and Reversible Ratchet. 
Large sturdy metal box, with tote 
tray, allows ample room for addi- 
tional tools. 


World’s Most Complete 
Line of Hand Tools 
The Indestro line includes: Socket 
Wrenches, Open End Wrenches 
and Sets, Box End Wrenches, Pliers 
for all purposes, Screw Drivers, 
Punches; Chisels, Hammers, Body 
and Fender Tools, Refrigeration 


Send for free copy of catalog No. 22 showing entire assortment of Indestro sales-making displays. 


INDESTRO ... 2xxz... 


Division of 
urers of 


MANUFACTURING CORPORATION Duro-chrome Hand Tools 


2649 N. KILDARE AVE. ¢ CHICAGO 39, ILL. 


Duro Power Tools 


Want more facts? Circle 171, p. 59 A 


106 «© HARDWAKé AGE, June 2, 1960 





pull of the rip-cord. Each carton 
will also contain a red, white and 
blue window streamer. The offer 
expires June 30. 


Black Flag insecticides 
promoted on television 


An intensive television campaign 
started in April to continue until 
September will promote the Black 
Flag line of insecticides of Boyle- 
Midway, Inc., New York, N. Y. 

The ad campaign is the com- 
pany’s biggest. Dr. Arthur Black, 
an animated cartoon character, is 
featured in each commercial to 
familiarize the public with the 
Black Flag name. 

Television commercials are on 
13 network shows, three nighttime 
and 10 daytime. In addition, extra 
spot campaigns are scheduled for 
38 key markets. 


Four deals are offered 
in R-V-Lite promotion 

R-V-Lite Div. of Arvey Corp., 
Chicago, is offering dealers a choice 
of four deais, each with a quantity 
of free goods, in its 1960 sales pro- 
gram. 

The deals consist of different se- 
lections of flexible window mate- 
rials, both roll and package goods, 
and specialties such as R-V-Tex 
floor and carpet runner. 

A steady supply of advertising 
and sales aids will be given to deal- 
ers throughout the selling season. 
In addition, R-V-Lite will pay 
freight charges on the goods. 


Free electric clock in 
Kwikset summer special 


Kwikset Div., American Hard- 
ware Corp., Anaheim, Calif., is of- 
fering a summer special on its 
“400” line of residential locksets. 

With each three-case drop ship- 
ment order from the factory, 
placed through a Kwikset whole- 
saler, the dealer will receive a 
free electric clock personalized 
with the dealer’s company name. 
For an additional order of two 
Want more facts? Circle 172, p. 59 > 





CASH IN ON THE GIANT 7 


REPLACEMENT 
MARKET 











STRIKER PLATE 
REPLACEMENTS 


MV \ | | Screen d 
n if 1W + ; +} ‘ + t 
ears na D }up ari 
rep rKe 
DC-35* IMPERIAL DOOR CLOSER 
Sect ty » t + PD atala tO : 
_— 
DrO\ 1 ( ) 1 del ery OTT niacen t 


for all storm and screen door 
hardw 1i¢ 


“FREE—colorful point-of-sale display 
with first order. 


P Tf) LA TT / . , | + YY ey 
Order TODAY ce meet tne rep acen ent 





demand in your territory 


For additional information write or call: Hickory 9-4300 








SSECURITY) © world’s largest manufacturers of quality storm and screen door hardware 


“oO 

So mE = 

. m 

STORM LOCK AND HARDWARE CO., Brooklyn 24, N. Y = 





=) 


_McGILt 
MOUSE TRAPS 


and RAT 


“Snap up" unit sales with the “Can't Miss", 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for nineteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


MeGiLt. ALSTEEL 2-PAC 


These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 


MARENGO ° 


METAL PRODUCTS 
COMPANY 
ILLINOIS 
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Manufacturers Promotions 





(Continued ) 


cases, a matching thermometer will 
be given free. 

In the three case order, one case 
must contain entry locksets. The 
other two can be passage, privacy 
or exit locksets in Bel-Air or 
Standard design. The two addi- 
tional cases for the thermometer 
may be any Lockset model. 


Royal Flush tank ball 
gets national promotion 


Royal Industries, Ltd., 


advertising campaign to focus con- 
sumer attention on the benefits of 


its new Royal Flush toilet tank | 


ball. 


The program includes ads in 


11 metropolitan newspapers and | 
House Beautiful, Living for Young | 
Homemakers, Better Homes & Gar- | 
Illus- | 


dens, Yankee, Mechanics 
trated and Life. 
The campaign will be spread 


over a four month period. 


March industrial sales 
up 10% from year ago 


Industrial supply wholesalers 
sold more in March. Sales were 
10 percent higher than in March, 
1959, and 18.1 percent more than 
in February, reports the National 
Industrial Distributors’ Assn. 

Sales for the first three months 
of 1960 were up 7.1 percent from 
the like period a year ago. 

Inventories at the end of March 
were up 9.3 percent from March 
1959. 

Accounts receivable as of March 
31 were 5 percent ahead of the 
same date a year ago. 


Manufacturers’ sales, 
new orders up in March 


Manufacturers’ shipments in 
March increased from the previous 
month and from a year ago. New 
orders were up from February, but 
declined slightly from March a year 








New | 
York, has scheduled a nation-wide | 





Sell more 


Workshop VISES 


Everyone wants 


Jaw Width . 3 in. Pipe Capacity. '%-1'% in. 
Jaw Opening . 4 in. Weight 16 Ibs. 


COLUMBIAN VISES match NRHA 
Turnover Handbook stock recommenda- 
tions. National advertising .. . popular 
features like channel steel beam, cold- 
rolled steel screw, replaceable heat 
treated steel jaw faces, permanent pipe 
jaws . . . make them sell easily and 
profitably. 

Also available with 4” jaws (D44) and 
5” jaws (D45). See your wholesaler. 


”—+» Write for New Catalog « —™ 
THE COMMBIAN VISE & MFG. CO. 


Cleveland 4, Ohio 
Manufacturers of Columbian Levels 
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Ee ~ THE TT CALLS © 


DYKEM 
STEEL BLUE 


le 
Dies and (|S 
Templates) 


KEM steel NT isa 


= = wh ov 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush ;: 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


s THE DYKEM COMPANY 


: Established 1920 = 
23058 North 11th St. « St. Lovis6,Mo. Ss 
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TO GET THE TOP 
DOLLAR FROM WATER 
SOFTENING—SELL SALT! 


Selling and installing home water softeners is a 
profitable business! Yet many dealers don’t take full 
advantage of this growing market, because they don’t 
sell salt. Fact is, every new softener owner is a new 
customer for the salt needed in softener regeneration. 
This customer, furthermore, buys salt regularly 
throughout the year. 

Make a steady profit from the salt customers you 
have created! Stock and sell the popular Sterling 
Water-Softener Salt products and speed turnover 
with colorful, compelling salt displays. The three 
ideas below will boost your profits by bringing more 
traffic into your store for salt, as well as for other 
Sales and services. 


1. Large front-of-store display. In stores where 
space is availabie, it’s most effective to set up a color- 
ful front-of-store or window display with a softener 
or two and several bags of Sterling Water-Softener 


Salt. This is a good eye stopper that lets people know you 
are “headquarters” for water-softener salt. 


2. Compact announcement display. Stores which have 
no spare room for a large salt display can put out a couple 
of bags of Sterling Water-Softener Salt and a store poster 
(available from International Salt Company) announcing 
that you carry this popular product. Keep your main salt 
supply out of the way. 


3. Display in another retail outlet. Whether you have your 
own display or not, it's good merchandising to show off 
your softeners in other places of business, too. Department 
stores, appliance dealers and feed outlets may give you 
some window space because of the attention value of an 
interesting display on water softening. 


What Sterling Salt product should you carry? 


Different water-softener manufacturers often recommend 
special types of salt to regenerate their units. You don’t 
have to carry all these types! Your Sterling representative 
can advise you which Sterling Salt product will do the best 


job of regenerating any particular softener in your area. He 
can supply you with the product you need—from the full 
line of quality Sterling Water-Softener Salt products. 

At the same time, your Sterling representative can 
furnish you with free tags, an “Authorized Dealer” sign, 
mailing pieces, ad mats, in-store posters and other colorful 
material to help you sell more Sterling Water-Softener 
Salt. Just clip the coupon for further information. 


SALES OFFICES: 


St. Louis, Mo. 
Charlotte, N. C. 
Newark, N. J. 
Buffalo, N.Y. 


Chicago, Ill. 
New Orleans, La. 
Boston, Mass. 
Detroit, Mich. 


New York, N.Y. 
Cincinnati, Ohio 
Philadelphia, Pa. 
Pittsburgh, Pa. 


Fill out 
and mail 
coupon 
today... 


International Salt Company, 
| Dept. HA-1, Clarks Summit, Pa. 


tact me with further profit data. 


INTERNATIONAL SALT COMPANY 


“A STEP AHEAD IN 


SALT TECHNOLOGY” . 
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ee 


, se 
SEND FOR CATALOG, = 
DISPLAY INFORMATION ¢& 
AND JOBBER’S NAME 


NAME 





TITLE 





COMPANY 





STREET 








CITY/STATE 
RECS A AE NE AINE 


| Desmond | 
| Simplex | 


BIG 
IMPULSE 
VISE 
SELLER 


QA) 


Free vise display hangs on peg 
board tool wall or stands on 
counter. Sells Simplex vises on 
sight for high profit. 


Simplex vises really move when 
they’re shown on this eye-catch- 
ing merchandiser. Unit given 
free with order of 5 Simplex 
utility vises (V-5 Deal). Sell the 
high profit, fast turnover line. 


The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 
i IM | ae 
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ago. Inventory accumulation con- 
tinued, but at a slower rate, reports 
the Commerce Dept. 

Manufacturers’ sales in March 
were $32.4 billion, $2.1 billion more 
than in February and $1.8 billion 
higher than in March 1959. 

Manufacturers’ new orders in 
March were valued at $31.7 billion, 
$2 billion higher than in February, 
but $2 million less than in March 
a year ago. 

Inventories valued at $54.7 bil- 
lion were $5 million higher than in 
February and $4.1 billion more 
than in the like month a year ago. 


Wholesalers’ sales up 
1% in first quarter 


Hardware wholesalers ended the 
first quarter of 1960 with a moder- 
ate gain in sales. Total sales for 
the period were $537 million, or 
1 percent higher than the $533 
million in the first quarter of 1959, 
reports the Commerce Dept. 

March sales were $193 million. 
That’s 8 percent higher than in 
February, 2 percent lower than in 
March a year ago. 

Inventories at the end of March 
were 10 percent higher than in 
March 1959, and 2 percent more 
than in February. 

The first quarter gain for hard- 
ware wholesalers followed pretty 
much the general pattern of all 
wholesalers. 


More small businesses 
receive SBA loans 


A total of 369 smail business 
loans were made during April by 
the Small Business Administra- 
tion. 

On a cumulative basis, 19,514 
small business loans have been 
made since the beginning of SBA’s 
financial assistance program in 
1953. 

The SBA report on _ business 
loans approved during April, re- 
lease No. 628, includes three loans 
to hardware dealers: 

A dealer in Kentucky with three 
employees, $27,000. 

A dealer in Texas with nine em- 
ployees, $10,000. 

A dealer in Kentucky with five 
employees, $10,000. 





displays 
boost 
Sales... 
speed 
turnove 


18 new displays feature 152 
Vichek tools listed as essential in 
the NRHA Turnover Handbook. 

Grou together these form 
the world’s finest and most com- 
plete hardware tool display. Or, 
they may be used singly, or in 
combinations, to meet individual 
store needs. Ask your wholesaler 
today for Vichek profit facts! 


Vichek aren. Handbook Tools 
Hammers, Chisels, Punches, Screw 


Drivers, Pliers, ‘wet 
Wrenches, Socket Wrenches 


Vichek Tool Co. 


Cleveland 4, Ohio 


HD100 display 
11 open end wrenches 
Y% to 1” 
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Do You Want To- 


Sell or buy a store 
Represent new accounts 


Hire experienced hardware 
personnel 


Dispose of surplus stock—distress 
inventory—job lot merchandise 


Get sales representation for your 
ine 


Get a job in the Hardware field 


THEN— 


Tell It To The Trade 
in The Classified 
Advertising Pages 

Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


Chestnut & 56th Streets, 
Philadelphia 39, Pa. 











THERE IS A DIFFERENCE IN CHAMOIS 
we SUNSHINE 
gette® ye . ’ A 


rem on ROCK 
GENUIN 
CHAMOIS SKIN 
FULL COD OtL TANNAGE 
MADE IN USA 
sur sobber for Our | 
hamois b 
"EASIER TO USE 
“LASTS LONGER 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILL, MASS 


Want more facts? Circle 179, p. 59 














We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 


TREMENDOUS TRIFLES: eile identify the tool’s weight and type. 


We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 


‘ | 
. 7 We know it can make your inventory 

easier. Buyers will always get the 
74 | right tool, not something that happens 





to look like what they ordered. 
Even inexperienced warehousemen 
can fill orders without guesswork. 


We doubt this number would be 


‘4 | greatly missed if we were to eliminate 
: it. It would make our job easier — 
ee but yours tougher. 


That’s why it will stay there. 


nk eS agate 


WARREN-TEED TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 
Want more facts? Circle 180, p. 59 
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tenance divisions of Empire 


News About Dealers: Partners Break Ground 





For New Building of Alliance Hardware Co. 


Lancaster, Pa. — Three 
partners of the ALLIANCE 
HARDWARE Co. held ground- 
breaking ceremonies recently 
at the site of their new build- 
ing to be constructed at 1106 
Millersville Pike. The part- 
ners are Wilbert Schod, Fred 
Shand and J. Robert Moore. 
The one-story building will 
be 50 feet square. 


Cincinnati, Ohio—AUFDEM- 
KAMPE HARDWARE CO. is con- 
structing a new building at 
2000 Central Parkway after 
56 years at 1018 Freeman 
Ave. The firm is moving be- 
cause their former site is in 
the path of an expressway. 


Beech Grove, Ind.—Loren 
E. Walters, owner of a hard- 
ware store in Greenwood, re- 
cently opened a new store 
here. 


Walnut Creek, Calif. — 
Groundbreaking ceremo- 
nies at the site of the new 
SIMON’S HARDWARE branch 
store marked the beginning 


of a multi-million dollar 
branch store program. The 
90,000 sq ft building will 
represent an investment of 
more than $2 million. 


Muskogee, Okla. — Glenn 
Livingston has bought the 
BARTLESON HARDWARE STORE 
from Frank Bartleson. Mr. 
Livingston also owns the 
Livingston Hardware Store. 
Mr. Livingston, who op- 
erated the store six years, 
will consolidate the stocks of 
both stores. The Bartleson 
store will then be known as 
the LIVINGSTON HARDWARE 
STORE. 


Worthington, Minn. — El- 
mer Mick, former manager 
of the local Rickbeil Hard- 
ware Store, has purchased 
the hardware part of Kar- 
HU’s HARDWARE STORE here. 
Mr. Mick will continue the 
operation of his hardware 
store in Jackson and will op- 
erate the new store here un- 
der the name of Ace Hard- 

(Continued on page 115) 





18 Builders’ Hardwaremen Attend Conference 


‘ 


ALFRED DeANGELIS 


Hardware Boosters 
Elect New Officers 


Alfred DeAngelis, Millers 
Falls Co., was elected presi- 
dent of Hardware Boosters, 
Inc., New York., at a dinner 
meeting May 20. 

Christopher Herbst, Skil 
Corp., was elected first vice- 
president and Martin Weber, 
Star Expansion Co., was 
elected second vice-president. 
David A. Emery, The Car- 
borundum Co., was re- 
elected secretary and the 
new treasurer is Raymond 
E. Schwartz, Stanley Elec- 
tric Tools. 


Keystoners Schedule 
23rd annual outing 
The 23rd anniversary party 


— of the Keystoners is sched- 


4 uled June 10 at the Manu- 


facturer’s Golf and Country 


Club, Oreland, Pa. 


Events during the day in- 


a clude golf, softball and other 


sports. Luncheon and dinner 


* will be served and a show is 


planned for the evening. 
Reservations can be made 


by contacting Albert C. 


~ re 


Here are members of builders’ hardware distributor firms, and 
the staff, at the third annual National Builders’ Hardware Assn. 
Management Conference at Princeton, N. J. One course, for those 
who had not attended a Management Conference had the theme 
of “Planning for a Profitable Operation in Contract Hardware 
Distribution.” The other course, for those who had attended a con- 
ference, had the theme of "Integrated Data Processing—Why?— 


Where ?—How?" 
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Straub, 995 Meeting House 
Rd., Jenkintown, Pa. 


Empire Names Ritchie 
To Sales Manager Post 


David E. Ritchie has been 
appointed sales manager of 
the housewares and main- 


Brushes, Inc., Port Chester, 
| 8S 

Mr. Ritchie joined Empire 
in 1947 as sales representa- 
tive covering New York state 
and New Jersey. In 1958 he 
was appointed national field 
sales manager. 


Cutlery Association 
Elects Chrestensen 


Robert F. Chrestensen, 
president of Ontario Knife 
Co., Franklinville, N. Y., was 
elected president of the 
American Cutlery Mfrs. 
Assn. at the annual meeting 
in New York, May 12. 

He succeeds Joseph D. Gal- 
lery, general manager of 
Russell-Harrington Cutlery 
Co., Southbridge, Mass. 

Other officers elected were: 
Robert U. Clemence, vice- 
president of Hyde Mfg. Co., 
Southbridge, Mass., as vice- 
president and J. Russell Os- 
borne, president of W. R. 
Case & Sons Cutlery Co., 
Bradford, Pa., as treasurer. 


Ariens Co. Appoints 
Hoeltke Sales Manager 


William Hoeltke has been 
appointed sales manager of 
the Ariens Co., Brillion, Wis. 
He was a sales manager 
with Pennant Products Div., 
Union Sales Corp. 

Mando S. Ariens, presi- 
dent, who has also served as 
sales manager until now, has 
become director of sales. 


Wholesaler Sponsors 


More than 100 dealers and 
their sales employes attend- 
ed a recent product knowl- 
edge and “How to Sell” din- 
ner sponsored by Corpus 
Christi Hardware Co., Cor- 
pus Christi, Tex. wholesaler. 
The meeting was a feature 
of the firm’s “Plan For 
Profit” program. 





AGE while it’s NEWS 


THE TRADE ssuuzns 


JUNE 2, 1960 











Dates Announced For 
Wholesalers’ Shows 


American Hardware 
Supply Co., Toy Show, 
June 6-24; Gift Show, 
July 25-Aug. 5; and 
Fall Group Meetings, 
Sept. 26-Oct. 13. All at 
company’s offices, 41 
Terminal Way, Pitts- 
burgh. 


Franklin Hardware 
Supply Co., Annual 
Convention and Stock- 
holders’ Meeting, Sept. 
9, at company’s offices, 
863 Easton Road, War- 
rington, Pa. 


Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
120. 











Parsinen Is Named to 
New Our Own Position 


Henry J. Parsinen has 
been named to the newly- 
created post of assistant gen- 
eral manager of Our Own 
Hardware Co., dealer-owned 
wholesaler, Minneapolis. 

Mr. Parsinen will assist 
president and general mana- 
ger Stephen P. Duffy, and 
continue his duties as a vice- 
president. He hed been sales 
manager. 

Mr. Parsinen is a former 
sales manager, retail stores, 
of Marshall-Wells Co. 


Vocaline Co. Elects 
Sales Vice-President 


Charles H. Murphy has 
been elected vice-president of 
sales at Vocaline Co. of 
America, Inc., Old Saybrook, 
Conn. 

Mr. Murphy joined the 
company as a director and 
sales manager in 1954. 
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ROBERT E. MORRILL 


Landers Names Morrill 
To National Accounts 


Robert E. Morrill has been 
promoted to sales manager 
of national accounts at 
Landers, Frary & Clark, New 
Britain, Conn. 

Mr. Morrill was sales man- 
ager cf the homecleaning 
division. He joined Landers 
in 1946 as a sales trainee and 
was later assigned to the 
Los Angeles office. 


1960 Hardware Show 
Nears Full Capacity 


The 1960 National Hard- 
ware Show, scheduled in New 
York Oct. 10-14, is almost 
completely sold out, accord- 
ing to Frank M. Yeager, 
managing director of the 
Show. 

Every available foot of ex- 
hibition space at the Colise- 
um is being used for this 
year’s show. 


Allison-Erwin Branch 


Allison-Erwin Co., Char- 
lotte, N. C., wholesaler, has 
built a new warehouse for its 
Greenville, S. C., branch. The 
address of the new ware- 
house, now open for busi- 
ness, is: Box 5291, Station 
B, Greenville, S. C. The 
phone number remains the 
same. 


Russell Hoehl Heads Eastern Golf Assn.; 
C. B. Miller Is Bowl Winner, Medalist 


Russell Hoehl, Russell 
Burdsall & Ward Belt & Nut 
Co., has been elected presi- 
dent of the Eastern Hard- 
ware Golf Assn. for its silver 
anniversary year. The as- 
sociation was founded in 
1935. 

Mr. Hoehl succeeds Gor- 
don W. Farr, who became 
chairman of the board. 

These were prominent 
among other elections at the 
group’s recent annual meet- 
ing at Shawnee-On-Delaware, 
Pa. 

The Hardware Bowl 
Award of the championship 
flight in the golf competition 
was won by C. Blair Miller, 
C. H. Miller Hardware Co., 
Huntingdon, Pa. Mr. Miller 
also took the Medalist award. 

The Ed Griswold Pitcher, 
an award begun last year, 
was won by Lewis Barnard, 
Jr., the Lufkin Rule Co. 

The H. J. Gilliam Flight 
tray award was won by John 
J. Coy, American Screw Co. 

This huge silver tray bear- 
ing facsimile signatures of 
members was awarded to the 
late H. J. Gilliam in 1952, 


ae aS FR 


in appreciation of his ser- 
vices as secretary-treasurer 
from the inception of the as- 
sociation. Mr. Gilliam died 
March 25, 1960. The tray 
was recently returned by his 
estate as a permanent award. 

A record attendance of 207 
members received silver bon- 
bon dishes, appropriately in- 
scribed. Each man also re- 
ceived a golfing shirt with 
insignia, and a golf ball, 
courtesy of A. G. Spaulding 
and Brothers. 

Charles B. Leinbach, Sup- 
plee-Biddle-Steltz Co., was 
elected treasurer, succeeding 
the late Mr. Gilliam. 

Other officers elected are: 

W. W. Conde, W. W. Conde 
Hardware Co., first vice- 
president; and Melvin Camp- 
bell, Campbell Chain Co., 
second vice-president. 

These newly-elected board 
members will serve three 
terms: 

Charles P. Harlow, Wick- 
wire Spencer Steel Div., Col- 
orado Fuel & Iron; Fred H. 
Page, Jr., Page, Steele & 
Flagg Co.; and. James E. 

(Continued on page 116) 


Officers, board of directors and advisory board members of the 
Eastern Hardware Golf Assn. are shown at the group's recent outing, 





Borden Chemical Names 


Martin F. Cody has been 
promoted to merchandising 
manager for consumer prod- 
ucts of the Borden Chemical 


Co., a division of the Borden 
Co., New York, N. Y. W. E. 
Boyles, Jr. has been appoint- 
ed assistant merchandising 
manager. 
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gives you 


Added Volume and 


Greater Margin 














The Duncan Hines brand name adds 
value to the products it distinguishes. 
For a quarter of a century, Duncan 
Hines has symbolized the best in dining 


pleasure. \ 
\ 


Now your customers are demanding 
this added value in products for the 
home. They know that this famous 
name stands for the best of whatever 
it marks. 


This added value works for you. It tia : 
means satisfied customers, increased W 
turnover, quality. 








News of the Trade 





brief reports of 
MANUFACTURERS’ SALESMEN 


@ California Spray-Chemical Corp., Richmond, Calif.— 
Clifford B. Shores from branch manager, garden and home, 


in New England to Toledo branch manager, garden and 
home. 


@ Valspar Corp., Ardmore, Pa.—Jay S. Ide from Cleveland 
district sales manager to regional sales manager of the 
Chicago, St. Louis and Cleveland districts with headquar- 
ters in Lyons, Ill.; B. Willis Starr from St. Louis district 
sales manager to Ardmore district sales manager of the 
territory from New York to South Carolina. 


@ Borden Chemical Co., New York—Bernard B. Storms to 
northeast sales manager for consumer products in addition 


to national account sales of garden hose products in the 
northeast. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis— 
Rudolph Kemppainen from Mall Tool Co. to Illinois, Mis- 
souri, Nebraska, Kansas, Oklahoma and Arkansas; Max 
Merz from engineering consultant to west coast manager 
of the saw chain division of Atkins for 12 western states 
including Alaska. 


@ Westclox Div., General Time Corp., La Salle, Ill.— 
Brian J. Abdella from eastern regional sales supervisor to 
eastern regional sales manager; Jay H. Finnell from Boston 
to eastern regional sales supervisor; J. Howard Kelley from 
Waterman-Bic Pen Corp., Seymour, Conn., to special ac- 
counts supervisor for the eastern region. 


@ Stanley Building Specialties, Div. Stanley Works, New 
Britain, Conn.—Frank H. MacEwen from Capitol Products 
Corp., Mechanicsburg, Pa., to western sales manager. 


@ Stanley Hardware, Div. of Stanley Works, New Britain, 
Conn.—Richard A. Smith to southern Illinois, western 
Kentucky and western Tennessee in addition to eastern 
Missouri. 


@ Ramset Fastening System, New Haven, Conn.—Victor 
Christian, Jr. from Eastern Region Colonial Stores, Inc., 
Atlanta, Ga. to sales representative in Georgia. 


@ Peerless Pump, Hydrodynamics Div., Food Machinery 
and Chemical Corp., Los Angeles—Philip M. Dixon from 
the St. Louis sales staff to Detroit office branch manager. 


@ Maendler Brush Mfg. Co., St. Paul, Minn.—James C. 
Smith to Maryland, Washington, D. C., Virginia, North 
and South Carolina and West Virginia for Provenbest paint 
brushes. 


eo W. D. Allen Mfg. Co., Bellwood, Ill—John Searfoss 
from Chicago regional manager of the manufactured prod- 
ucts division to western sales manager with headquarters 
in the new opened Los Angeles sales office and warehouse 
at 1618 S. Santa Fe Ave. 


@ Quaker State Metals Co., Lancaster, Pa.—Grady Patrick 
Harper from Jorgensen Co. to the Houston, Tex., sales office 
to cover the Southwest. 








Hines-Park Foods Inc. | <°.cz°°: 








GE Appoints Clemmens 


William B. Clemmens has 
been named marketing man- 
ager of General Electric’s 
radio receiver department. 
Mr. Clemmens joined GE 13 
years ago. He was national 


sales manager for the room 
air conditioner department 
in Louisville, Ky. Mr. Clem- 
mens succeeds S. M. Fassler, 
recently named marketing 
manager for the company’s 
television receiver depart- 
ment. 


Want more facts? Circle 181, p. 59 
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News About Dealers: 





(Continued from page 112) 


ware. Mr. Karhu has 
changed over to the appli- 
ance business and will move 
to the former Army Reserve 
Armory. 


New Carlisle, Ohio—A. J. 
Schulte is retiring after 
owning and operating 
SCHULTB HARDWARE for 17 
years. Two separate con- 
cerns are being formed. The 
hardware store will be turned 
over to Robert Renie, Mr. 
Schulte’s son-in-law, on Jan- 
uary 1, John Stull, who has 
been in charge of the John 





News of the Trade 


Deere implement division of 
the store, took over control 
of the farm equipment busi- 
ness recently. 


Benton Harbor, Mich. — 
After 46 years in the hard- 
ware business Walter H. 
Marquardt, president of the 
MARQUARDT HARDWARE CO., 
is retiring and closing the 
business. He has managed 
the store for the past 25 
years. Mrs. Marquardt, sec- 
retary of the firm, has work- 
ed in the store for 20 years. 
A son-in-law, Gustav R. 
Beimfohr, vice - president of 
the firm, had been with the 
store for 12 years. 


ROLLED 
THREADS 


NEW 


make the difference! 


Wipes Clean 
in Seconds! 





news in brief of 


MANUFACTURERS’ AGENTS 


@ Textile Machine Works, Reading, Pa.—Sixteen sales or- 
ganizations have been named to cover their respective ter- 
ritories for Prizer-Ware. They are: Martin & Wilson, New 
York; Clark Murdough, Colony Associates, Barrington, 
R. I.; Delaware Valley Associates, Philadelphia; Wm. R. 
Eichelberger, Wheeling, W. Va.; Kowalski & LeDuc, Liv- 
onia, Mich.; P. G. Atwood Co., Chicago; John Sternberger, 
Dayton, Ohio; E. W. Richardson, St. Louis, Mo.; Stanley 
Evans, Minneapolis; Harlan M. Hawk, Cincinnati; John G. 
During, Dallas; John Ramsey, Denver; Don Marston Co., 
Seattle; Howells & Messengale, Atlanta; Merle A. Smith 
& Associates, San Francisco; and John A. Huston Co., 
Toronto, Canada. 


@ Lyman Gun Sight Corp., Middlefield, Conn.—Alabama, 
Florida, Georgia, Kentucky (except Louisville), Mississippi, 
North Carolina, South Carolina, Tennessee (except Mem- 
phis), Virginia and West Virginia to Dawson-Kinney and 
Hambrick, Charlotte, N. C. 


@ Leeds Chemical Products Inc., Chicago—Hawaii to Uni- 
versal Sales, Honolulu; panhandle section of Texas to 
Arnett Brokerage Co., Lubbock, Tex.; northwestern portion 
of Texas to Miracle Brokerage Co., Dallas; greater Mem- 
phis, Tenn. to Charles W. Christmas, Memphis. 


@ American Screen Products Co., Chatsworth, Ill.—Keith 
Bouhl to institutional salesman for Homeshield patios in 
Atlanta, Ga. 


@ Royal Industries, Ltd., Vineland, N. J.—Georgia, North 
Carolina, Alabama and Florida to Kulman Brokerage Co., 
Atlanta. 


@ Rubberset Co., East Newark, N. J.—William J. Hassloch 
from paint store dealer to New York metropolitan area 
including Manhattan, the Bronx, Westchester and Long 
Island. 


@ Barrett Sales & Mfg. Co., Chicago—Northern New Jer- 
sey and New York state to William W. White & Co., White 
Plains, N. Y. 


@ Screw and Bolt Corp. of America, Pittsburgh—South- 
eastern states to Price Horton Co., Atlanta, Ga. 





* New 3-Twist Lok-Spin Cap! 

* Draws in Bulk Caulk—Vacuum Fast! 
* Fits All Cartridges Snug! 

* Takes All Standard Nozzles! 


Only “VITAL” makes 
Caulk Guns exclusively 
— completely. From us 
you select only the guns 
best suited to your cus- 
tomers’ requirements — 
shipped to you direct — 
on time ... No need fo 
overstock. 


Our wide selection of 
both guns and nozzles 
with all the established 
diameters and lengths, is 
the result of years of ex- 
perience in interpreting 


what the industry requires. 


All of the improvements 
on caulking guns are con- 
tinually being made at 
“VITAL” where we can 
serve you better than any- 
one else, at lower prices, 
and with quality 
beyond your 
expectations. 


CRADLE-CAULKER 
Takes spouted cartridges 


: el er —< a 


CAULK-MASTER 
For spoutiess cartridges 


MAINTENANCE 
Bulk and cartridge gun 


A 
pose 


CONTRACTOR'S 
Bulk and cartridge gun... 
for longer loads 


established 1909 


PRODUCTS 


MANUFACTURING CO. 


7504 Quincy Avenue 


* Cleveland 4, Ohio 


Want more facts? Circle 182, p. 59 
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Eastern Golf Assn. 
Elects Russell Hoehl 


(Continued from page 113) 
Seaman, W. L. Smith & Co. 

Flight winners and run- 
ners-up are: 

First, C. B. Miller and 
G. W. Donahue, Jr. 

Second, Lewis Barnard, 
Jr., and G. J. Kohler. 

Third, J. J. Coy and Wil- 
liam Volk. 

Fourth, R. W. Mueller and 
A. G. Isaacson. 

Fifth, J. F. Warnell and 
R. P. Brinton. 

Sixth, A. J. Loftus, Jr., 
and J. P. Ora. 

Seventh, W. A. McCul- 
lough and Wilbur Higgins, 
Jr. 

Eighth, E. M. Craft, Jr., 
and R. H. Herzog. 

Ninth, S. M. Jones and 
R. R. Raymond. 

Tenth, D. W. Franck and 
W. W. Edwards. 

Eleventh, J. J. Moyihan 
and H. A. Stevens. 

Twelfth, B. E. Bostwick 
and Lloyd Vander Horst. 

Thirteenth, R. A. Holden 
and “Ym. Geo. Steltz, Jr. 


Fourteenth, J. S. Heller 
and R. R. Holland. 
Fifteenth, J. E. Seaman 
and R. J. Ebel. 
Sixteenth, J. S. Sherman 
and T. B. MacAuley. 
Seventeenth, C. C. Wick- 
wire and D. S. Morrison. 
Eighteenth, A. P. Henricks 
and C. L. Lohmeyer. 
Nineteenth, ‘E. D. Marvin 
and William Kelly. 
Twentieth, G. W. Farr and 
H. S. Cressman. 
Twenty-first, C. E. Kendall 
and D. H. Springer. 
Twenty-second, G. C. 
Stricker and J. L. Ramsey. 


Cster Division Elects 
Sales Vice-President 


G. W. Orr has been elected 
vice - president of sales for 
the Product Div., John Oster 
Mfg. Co., Milwaukee. 

Mr. Orr, formerly sales 
manager of the company, 
joined the firm in 1952. He is 
a past chairman of the elec- 
trical. housewares section of 
the National Housewares 
Mfrs. Assn. 


News of the Trade 





Preston-Hanson Agency 

The Preston - Hanson 
Agency has been formed, 
specializing in hardware and 
housewares sales promotion 
and catalog service. Office is 
at 1505 Race St., Philadel- 
phia. 

The agency’s partners are 
Bart Preston, formerly cata- 
log production manager at 
E. K. Tryon Co., Philadel- 
phia; and Allan C. Hanson, a 
printing company officer, of 
the same city. 


Webster Names Ford 
Frederick M. Ford has been 
appointed to the newly-creat- 
ed position of director of 
marketing for Webster In- 
dustries, Inc., Salem, Mass. 
He was senior vice-president 
of Ingalls Associates, Boston. 


Smith-Gates Promotes 
Samuel Black has been ap- 
pointed assistant sales man- 
ager of the Smith - Gates 
Corp., Farmington, Conn. 
Mr. Black joined the corpo- 
ration in 1956 after having 
represented the firm in Penn- 
sylvania for two years. 


Got Your Co-Op Ad 
Directory Reprint? 


There’s a wealth of infor- 
mation that could save you 
money in the just-published 
HARDWARE AGE Co-Op Ad 
Directory. 

This directory contains up 
to the minute revisions of 
manufacturer’s co-op adver- 
tising aids covering’ the 
housewares and lawn and 
garden sections. 


To qualify for this direc- 
tory listing, manufacturers 
have to actually have money 
available to help you pro- 
mote. Other aids are in- 
cluded, but this directory is 
based on the fact that there 
are dollars available. 


The Co-Op Ad Directory 
should be at your fingertips 
whenever you plan a promo- 
tion. It can mean many dol- 
lars saved in ad costs. 


Order your copy now by 
specifying Co-Op Ad Direc- 
tory, c/o Readers’ Service 
Dept., HARDWARE AGE, Chest- 
nut & 56th Sts., Philadelphia 
39, Pa. Cost: 20¢, postpaid. 
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TOOLS 











more Fix-Up, 
Paint-Up Tools 
this Spring 

with the No. C120 
Hyde Tool Tower 


You'll sell 
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SRILLIANT WHITE 


TUB SEALER 
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PECORA, inc. 


300-400 W. Sedgley Ave., Phila. 40, Pa. © Garland, Texas 
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USE PECORA’s P.P.P. 


FOR SALES ZOOM! 


Homeowners love this easy-to-apply 

tub sealer that stays so brilliant white. 

It’s one of Pecora’s P.P.P.* (Perfect Profit Pair). They 
ask for it by name and recommend it too! 








Champlor SPRINKLERS 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %,"’ pipe A 


LIST PRICE 





560 Magnetic 570 M 591 Heavy duty 600 Round mag 
cabinet catch. Catch for furni- magnetic cabin- netic catch press 
Bright aluminum ture. Copper- et catch. Over- fits into %” 
or copper-tone tone finish -— come door warp- bore in shelf or 


UNION VALVE (Non-Union $2.60) ee a 


Swivel seat for long life, 4°’ pipe $ 360 onal ee _ 
ges 


POP-UP SPRINKLER HEAD ; 1 on he 
602 Round mag- 1000 Magnetic 1001 Magnetic 1002 Magnetic 


Pops up 12” above grass 
netic catch press catch with plas- catch with plas- catch with plas- 


REGULAR SPRINKLER HEAD fits into 1%” tic case, lifetime tic case, lifetime tic case, lifetime, 


bore in door. ceramic magnet. ceramic magnet. self-align. mag- 
Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


50 | cation. door. variety of ways. 
Various sizes available 


Magnetic Catches for all 
fine cabinets & furniture 
HOSE Y 
ideal for Siamese connections 


Pr ee ene 


———— 





rr nn nee 


2 
30 EPCO Magnetic Catches are designed to meet the varied needs of 
the cabinet and furniture industry. Each features ‘‘touch” closing 
and secure holding power. Each is self-aligning to an enlarged 
strike plate and is designed to mount in diverse ways simply and 
quickly. Each is built to present a handsome, unobtrusive appear- 
ance and to last a lifetime. 
68 ® Self-aligning to 
enlarged strikes 
@ Lifetime magnets 
SEE SWEET’S CATALOG of 





@ Easy and quick to install 
e Wide variety of mountings 


FREE 20-PAGE CATALOG of "a 
complete EPCO line of Mag- = 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 





complete EPCO line under 
Arch. File No. 189-En and 
Light Const. File No. Ta-En. 


netic Catches, EZ-Glide track, 


and drawer and door pulls on e-em 


request. 





THE ENGINEERED PRODUCTS CO. | 


1460 NAUD ST. © LOS ANGELES 12. CALIF. © CApitol 1-2108 T, MICH. - PH. CEdar 9-568 


Want more facts? Circle 186, p. 59 
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BOOM SALES WITH PECORA’ 


Customers reach for this product—one of 

Pecora’s P.P.P.* (Perfect Profit Pair)... 

because they've liked and demanded it through the years. 
It's rated the top calking by homeowners everywhere. 


5s} P.P.P. 





PECORA. INC. 


300-400 W. Sedgley Ave., Phila. 40, Pa. *Garland, Tex. 
Want more facts? Circle 185, p. 59 
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Camillus Elects Lowe 
To President's Post 


Joseph P. Lowe has been 
elected president of the 
Camillus Cutlery Co., Camil- 
lus, N. Y. Nilo M. Miori and 
Lewis A. Pinkussohn were 
elected vice-presidents. 

Mr. Lowe, former vice- 
president, has been with the 
firm for 48 years. 

Mr. Miori, former manu- 
facturing manager, retains 
his manufacturing responsi- 
bilities in his new position. 

Mr. Pinkussohn, with the 
company for 14 years in the 
sales department, will be re- 
sponsible for sales promotion 
and advertising. 


Paint Group Appoints 
Attorney to New Post 


Lovell W. George, an at- 
torney-at-law, has been ap- 
: pointed to the newly-created 
post of director of industry 


relations for the Retail 
Paint & Wallpaper Distrib- 
utors of America, Inc. 


The association directors 
have changed the title of 
Dee Belveal, chief adminis- 
trative officer of the associa- 
tion, to executive vice-presi- 
dent. His former title was 
executive director. 


Pot & Kettle Meeting 
To Last Nearly a Week 


The National Pot & Kettle 
Convention will be held Sun- 
day June 26 through Wed- 
nesday June 29 at Hoberg’s- 
Among-The-Pines, Lake 
County, Calif. 


Games, parties, sports, 
prizes, and various types of 
food are slated as entertain- 
ment features for all Pot & 
Kettle Club members and 
their families for the four- 
day event. 


OBITUARIES 


Frederick E. Wortman 


Frederick E. Wortman, 80, 
former secretary-treasurer 
and buyer at Pioneer Hard- 
ware Co. for 52 years, died 
Apr. 27 in Coffey County 
Hospital, Burlington, Kan. 
He retired in 1949. 


Benjamin Becker 


Benjamin Becker, 70, own- 
er of Becker’s Hardware 
Store, Pleasantville, N. J., 
died Apr. 13 in Veterans’ 
Hospital, Wilmington, Del. 


G. W. Potter 


G. W. Potter, 82, a hard- 
ware dealer for 60 years, 
died Apr. 28 in a Weather- 
ford, Okla. hospitai. 


William Stuart Speir 


William Stuart Speir, 75, 
retired eastern branch man- 
ager for Lufkin Rule Co., 
Saginaw, Mich., died May 8 
in Cazenovia, N. Y. He had 
been with Lufkin for 30 
years before his retirement 
in 1951. 


Wiiliam J. Greene 


William J. Greene, retired 
vice-president and director of 
sales for L. S. Starrett Co., 


Athol, Mass., died Apr. 26 
at his home in Shreveport, 
La. He had been elected vice- 
president in 1946 and held 
that post until his retirement 
in 1956. 


Arthur U. Klingman 


Arthur U. Klingman, 80, 
manager of railroad sales for 
the Lamson & Sessions Co., 
Cleveland, died Apr. 30 in 
Cleveland’s St. Vincent Char- 
ity Hospital. He joined the 
firm in 1930 and was well 
known in the hardware in- 
dustry. 


Herman B. McCollum 


Herman Beecher McCol- 
lum, 59, hardware dealer, 
died May 3 in a McMinn- 
ville, Tenn. hospital. 


Max J. Silverman 


Max J. Silverman, 72, 
Portland, Me. hardwareman, 
died Apr. 8, in Springfield, 
Mass. 


H. E. Rawlins 


H. E. Rawlins, 83, retired 
hardware merchant, died re- 
cently in Lancaster, Tex. 
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News of the Trade 





Management Course Set 
For Retail Executives 


The second annual Execu- 
tive Program in Retail Man- 
agement is being conducted 
at the Kellogg Center for 
Continuing Education at 
Michigan State University, 
East Lansing, July 17 to 
July 22. 

Purpose of the program, 
sponsored by the College of 
Business and Public Service 
and the University’s Con- 
tinuing Education Service, is 
to provide vision and direc- 
tion for executives in the 
field of retailing. 

Further information is 
available by writing to: Dr. 
Ole S. Johnson, Director, 
Executive Program in Retail 
Management, 102 Business 
Administration, Michigan 
State University, East Lan- 
sing, Mich. 


Suhr Joins Clinton 
As a Vice-President 


Donald C. Suhr has been 
elected executive vice-presi- 
dent of Clinton Engines 
Corp., Clinton, Mich. 

Mr. Suhr was president, 
treasurer and a director of 
Hurd Lock & Mfg. Co., Al- 
mont, Mich. He was also 
president and a director of 
Keystone Mfg. Co., a sub- 
sidiary. 

In another change at Clin- 
ton, Karl W. Mueller, presi- 
dent and director, has re- 
signed. Also, Ira A. Lutz, 
vice-president and director, 
has resigned. 


Fairbanks, Morse 
Elects Wolkenheim 


Stanley E. Wolkenheim 
has been elected vice-presi- 
dent of marketing at Fair- 
banks, Morse & Co., Chicago. 

Mr. Wolkenheim is trans- 
ferring to Fairbanks, Morse 
from the A. O. Smith Corp., 
Milwaukee, where he has 
been director of marketing 
since 1955 and vice-president 
since 1957. 


Awards to Wholesalers 


Ace Hardware Corp., Chi- 
cago, became a member of 
Ekeo Products Co.’s Century 
club. Membership is based 
on the purchase of $100,000 
or more in merchandise in 
one year. 


Coast-to-Coast Stores, 


Minneapolis, is the newest 
member of the Rubbermaid 
$100,000 Club. Membership 
is based on the purchase of 
$100,000 of Rubbermaid prod- 
ucts in one year. 

The Schoellkopf Co., Dal- 
las, Texas, the Club Alumi- 
num Products Co.’s sales 
award for outstanding sales 
achievement in Club Alumi- 
num in 1959. 


Automotive Department 
Added by S&Q Hardware 


A complete new automo- 
tive department has been set 
up for S&Q Hardware Store 
dealers. 

Dealers attending the first 
of six April-May regional 
merchandise meetings in 
Hopkins, Minn. were shown 
the new line along with dis- 
play techniques. Other new 
products were also presented 
to the dealers. 

Other meetings are sched- 
uled for Chicago, Portland, 
Denver and Kansas City. 


Agrico Names Weldon 
To Garden Sales Post 


Robert D. Weldon has been 
named manager, turf and 
garden fertilizer sales, for 
American Agricultural 
Chemical Co., New York. 

Mr. Weldon has _ broad 
sales and marketing experi- 
ence, including several years 
in the turf and garden field. 


Bell Electric Names 
General Sales Manager 


Charles E. O’Toole has 
been appointed general sales 
manager of Bell Electric Co., 
Chicago, IIl. 

He was sales manager for 
A. H. Massey, Inc., Derby, 
Conn. 

Mr. O’Toole will coordinate 
the company’s national sales 
and promotional efforts from 
Bell’s Chicago office. 


Stanley Transfers 


C. Frederick Wheeler, mar- 
keting manager of Stanley 
Electric Tools, division of the 
Stanley Works, New Britain, 
Conn., has been transferred 
to the Stanley Tools division 
where he will serve in the 
same capacity. Mr. Wheeler 
came to Stanley in 1957 from 
Porter-Cable Machine Co., 
Syracuse, N. Y. 





A report in pictures 
of events in the trade 


Pacific Southwest Hardware Assn. in cooperation with the Sales 
Executive Club of Los Angeles selected Ken Damon, center, 
salesman in the San Diego area for California Hardware Co.. 
Los Angeles wholesaler, as Hardware Salesman of the Year. Fred 
Cannon, left, is sales manager for California Hardware. E. H. 
Hallock is vice-president of California Hardware Co. 


Managers of the 12 outside stores of Carlisle Hardware Stores’ 
chain met at company headquarters in Springfield, Mass. area 
when the firm opened a new store at East Longmeadow, Mass. 
Spencer Smith, vice-president and outside store manager is stand- 
ing at the left. On the right is Fred Tracey, field sales manager 
of Elite Fabricators, Bel Air, Md., who instructed the store man- 
agers in product knowledge about wrought iron railings. 


Roy Geppinger, vice-president of Supplee- 
Biddle-Steltz Co., Philadelphia wholesaler, 
and William Fisher, owner of E. C. Fisher 
Hardware, Philadelphia dealer, were hosts 
recently to a group of hardware dealers 
from West Germany. The group, represent- 
ing a wholesale organization, comprised of 
about 900 dealers in Germany and surround- 
ing countries, was touring the United States 
to discuss mutual problems in hardware mer- 
chandising. Shown in the photo above are, 
left to right: Mr. Geppinger; Dr. Karl Dep- 
pisch, president of the board of directors; 
Dr. Franz E, Mueller, president of the associa- 
tion; and Mr. Fisher. Ray Shetzline and John 
Bruce, (not shown), owners of Pilgrim Hard- 
ware Co., Drexel Hill, Pa., dealer, also host- 
ed the group in a visit to their store. 


Some 900 members and guests of the Hardware Square Club of New York attended the club's 30th annual shore dinner. Photo shows 
a portion of those attending. Highlight of the affair was the awarding to Charles Pincus of Stanley Works an Award of Achievement. 
Mr. Pincus has been in the hardware business for 50 yecrs. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words 
Each additional word 05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 








REPRESENTATS4VES WANTED REPRESENTATIVES WANTED REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


EXCELLENT LINE for sales representa- 
tives calling on the retail trade in hard- 
ware, department, variety and chain stores. 
Item has excellent repeat business! Good 
commissions. Write, giving territory and 


background. 
MIDWEST PLASTICS INCORPORATED 
St. Paul 6, Minn. 


208 Bates Avenue 








SALESMEN WANTED 


Calling on Hardware Jobbers, 
facturers, and Lamber Supply 
us for the sale of Bolts, Screws, and Nuts on Com- 
mission Basis. State experience, references, lines 
now handled, and territory covered in first letter. 
Box E-!4, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Furniture Manu- 
Dealers to represent 








WANTED 


Mfr. Rep. now calling on; Chains, Dept. 
Stores, Housewares, and Paint Jobbers, 
to represent Manufacturer of Metal and 
Aluminum Ladders. Reply, stating full 
particulars. 


Box F-20, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES WANTED. Reliable 
and established representatives on commission 
basis—with related lines wanted by Manufacturer 
of Plumbing Brass Goods, Plumbing Accessories 
and Plumbing Fixtures to sell direct to rated 
Plumbing aan Heating Contractors, medium and 
large Hardware Stores, Building and Lumber 
Stores and Farm and Home Stores. Territory 
Western and Eastern Pennsylvania, Ohio, West 
Virginia, Virginia, Minnesota, Wisconsin, Mich- 
igan. Box F-13, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 2, za. 





WANTED EXPERIENCED CUTLERY 
SALESMEN to sell our line in Iowa, Nebraska 
and South Dakota. Attractive proposition for the 
right man. Write giving full background to 
ar Cutlery Company, 10 Commerce Court, 

ewark 2, New Jersey. 





FOR GOOD quality imported cutlery and spe- 

cialties to be sold to cutlery, hardware, sporting 

goods, retailers. Territory, Midwestern States. 

Part or all. Good following. Liberal commission. 

VOSS CUTLERY ee INC., 381 4th 
16, N. Y. 


Avenue, New York 





SALES REPRESENTATIVE WANTED 
FOR ESTABLISHED PAINT BRUSH MAN. 
UFACTURER; liberal commissions; protected 
territories; good opportunity for salesmen having 
contact with hardware, paint, lumber, chain, 
drug, supermarket outlets. Open territories: 
Eastern Penna., New Jersey, New England 
States, Maryland, District of Columbia, Ohio, 
Northern Illinois, South East and Texas. Box 
F-22, c/o HARDWARE Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVE 
WANTED. Nationally known lawnsweeper firm 
needs representatives at wholesale level in Flor- 
ida, Western Pennsylvania, Ohio, Kansas, Mis- 
souri, lowa, ebradin, Complete line of hand 
— power models. Powerful advertising program 

o back you up. Box F-16, c/o Harpware Ace, 
C eae & 56th Sts., Philadelphia 39, Pa. 
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MANUFACTURERS AGENTS WANTED 


Manufacturer of nationally promoted SEGAL LOCKS 
seeks representatives throughout the country on a 
commission basis. You will carry competitively 
priced Jimmy proof bronze deadlock, night latches, 
cylinders, and apartment entrance sets in a com- 
plete quality line. Offer only open to men who call 
on hardware jobbers or large chains. In reply, 
specify products you now handle and type of trade 
on which you now call. 


THE NEW ENGLAND LOCK & HARDWARE COMPANY 
21 ANN STREET, SOUTH NORWALK, CONN. 


ACCOUNTS WANTED 


We are manufacturers of a line of sheet 
metal specialty items and Manufactur- 
er’s Representatives presently selling 
Wholesale Distributor ; of Sheet Metal, 
Heating, Hardware, Air Conditioning, 
Lumber, Industrial and Mill supplies. 
Presently selling in Illinois and sur- 
rounding states from our own central 
warehouse point. Full facilities to rep- 
resent you or, if you do not have a dis- 
tributor arrangement, can we reduce 
your overhead and better the avail- 
ability of your product by performing 
any stocking or service aid for you, 
Please reply by mail only. 


PROFIT PRODUCTS CORPORATION 


104 E. ST. CHARLES ROAD 
LOMBARD, ILLINOIS 








PAINT BRUSH SALESMEN WANTED 


Several protected territories open for men 
with established following now calling on 
Paint. Hardware Stores and Lumber Yards, 
ete. Give all particulars first letter, all in- 
quiries held strictly confidential. Write: 


MAJESTIC BRUSH MFG. CORP. 
210 W. 29th St., New York | 








REPRESENTATIVES WANTED 


Fast moving line of imported cast brass 
ornamental switch plates and bathroom ac- 
cessories for retail hardware, department, 
variety and chains. State territory covered, 
other lines and references. 


BRASS REPRODUCTIONS, INC. 
255-257 Conover St., Brooklyn, N. Y. 











SALESMAN PLUMBING & HEATING 
SPECIALTIES to sell for established national 
distributors, exclusive territory, 10% commission. 
Write full details with references. Replies con- 
fidential. Akron Supply Co., Inc., 216-218 Grand 
Street, Brooklyn 11, N Be 


REPRESENTATIVE WANTED TO SELL 
DIRECT to large users, retail or jobber level, 
plastic pipe, fittings and clamps, vinyl and mother 
of pearl covered closet seats. All types Industrial 
hose including hose for automatic washers. Box 
C.30, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


ACCOUNTS WANTED 


REPRESENTATIVES 


Covering all phases of jobbers. Can render 
reliable aggressive service. We are national 
distributors with established actively oper- 
atine branch offices in New York, Phila- 
delphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill di- 
rect. Inquiries invited. Write ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 

















PUERTO RICO Established Manufacturers 
Agency wishes additional lines from Manufac- 
turers ONLY, - the Hardware and Building 
Supply eply by airmail: COMMON. 

WEAL TH, 50. ox 12341, Santurce, Puerto 
ico. 





ACCOUNTS WANTED 


Manufacturer's Representative interested in 
Christmas line, also staple items for chains, 
syndicate buyers, jobbers and large retail 
outlets. Excellent following in New Jersey, 
New York City, Eastern Penna. 


Box F-17, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MICHIGAN and TOLEDO OHIO 


Dynamic and Established Agency wishes challenging 
position as agent for one additional line by aggres- 
sive Manufacturer manufacturing products of House- 


wares, small Electrical Appliances or Lawn and 
Garden. QUALIFICATION aggressive coverage with 
merchandising program by established organization. 
Box E-!7, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39. Pa. 








FLORIDA 


Established Manufacturers Agency 
wishes small items to sell to the Hard- 
ware and Building Supply trades. Tool 
and fastener items preferred. Limited 
warehouse facilities available. 


Box D-2!, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Complete, Consistent and Conscientious Cover- 
age of Metropolitan New York and New Jersey 


NOW A 4th "SELLING" MAN ADDED .. 


to BOBROW-LEWELL Associates, 814 Broadway, 
New York 3, New York. ORegon 4-4540 


WE GET RESULTS 











AGGRESSIVE, REPUTABLE MANUFAC- 
TURERS’ REPRESENTATIVE open for addi- 
tional Hardware, Housewares or Garden line for 
Metropolitan N. Y.-N. J. Have strong, well es 
tablished following among Hardware, Arctconitn nt 
and Garden Wholesalers, Rack jobbers, Chains 
and Catalog houses. Thorough know-how ‘om = 
ings marketing lines for utmost potentia 
F-18, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





ACCOUNTS WANTED BUSINESS OPPORTUNITLES 





OPEN FOR NEW LINES 


Jobber Coverage in 
OHIO & W. PENNA. 


I have: 
10 years good acquaintance in this territory. 
Top experience in TOOLS, HARDWARE, GAR- 
DEN SUPPLIES 
References from the trade 

Do you have: 
Established jobber & dealer program? 
Sales tested and accepted product! 
Good rating? 
Need for effort you would expect from your own 
sales force? 


Please write 


Box F-tt, ¢/e HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 29, Pa. 











WANT SALES RESULTS? We get them 
because we concentrate in Michigan, Ohio, Indi- 
ana. Will handle two additional lines—only 
highest grade considered. Write Box A-10, c/o 
Harpwarke Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


ILL INOIS AND WISCONSIN. ESTAB- 
LISHED MANUFACTURERS REPRESEN- 
TATIVES open for an additional Hardware or 
Garden line. Concentrated coverage of Hardware 
and Garden Wholesalers, Rack Jobbers, Chains, 
Mail order, and Catalog. houses. Excellent repu- 
tation. Box F-15, c/o Harpware Ace, Chest- 
nut & 56th Sts., "Philadelphia 39, Pa. 


HELP WANTED 
EXPERIENCED HOUSEWARES BUYER 


For young Eastern Wholesale Distributer to buy 
HOUSEWARES—PICNIC GOODS and OUTDOOR 
LIVING supplies. Prefer resident with experience in 
New York to Washington, D. C., area. Accustomed 
to budgets, turnover controls and modern techniques. 
Excelient epportunity for younger person. Reply in 
confidence with all details to: 
Bex E-19, ¢/o0 HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39, Pa. 




















RETAIL HARDWARE FOR SALE 


hte 4 gross——-$180,000. Has earned 20% 
annually on investment after partners and em- 
ployes salaries. 5000 sq. ft. Neat Display 
Area. Industrial payroll. Rapidly expanding. 
Louisiana City—Inventory and fixtures approxi- 
mately $50,000. 


Box F-10, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SPECIALTY JOBBERS 


Looking for an additional lucrative line? 
Tie in with Sharon's expanding market 
on our refillable Assortments. $2,000.00 
investment sets you up with a complete 
inventory and exclusive franchise with 
our full support and cooperation. 


SHARON BOLT & SCREW CO., INC. 
Endicott St.. Norwood, Mass. 











HARDWARE, ELECTRICAL AND PLUMB- 
ING a Store. Approximately 80% Indus- 
trial supply business 20% retail. Established and 
price Mr. mf in business for over 60 years in same 
location. Will, also, sell building or long term 
lease. Located in heart of Chicago on the South- 
west side. Box E-29, c/o Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





SOUTHERN CALIFORNIA, complete Hard- 
ware with Gift Section, established twelve years. 
Located in Independent Business Community 
with drawing from middle class residential com- 

munity, very clean stock and fixtures, low rent 
and off street parking, stock could be adjusted 
to sell between $35,000.00 to $55,000.00 with fix- 
tures. Box F-14, c/o HARDWARE Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 








RETAIL OPPORTUNITY. 
ble Merchandising minded hardware man to buy 
into successful, profitable store in Idaho. Volume 
over $300, 000 ‘and increasing. Good location in 
sportsman’s paradise. Excellent schools. This un- 
usual opportunity due to my plan to retire shorty. 
Box E-26, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


Looking for capa- 


BUSINESS OPPORTUNITIES 


A RARE BARGAIN! y $15.00 for our 
special trial assortment at. & one-half dozen 
of each of og, a most Rm - e A brass key 
blanks. Ever guaran der today! 
HAZELTON Y CHAIN CO., (inating of 
key blanks & sash chains), ‘81 Kemble St., Rox- 
bury 18, Mass. 


POSITIONS WANTED 


STORE OR DEPARTMENT MANAGER or 
as combination manager, buyer and credit man. 
Experienced in all phases of both retail and 
wholesale hardware, furniture, plumbing and 
electrical supply business. Would consider part- 
nership basis later = satisfactory. A-1 reference, 
will relocate. -12, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





TWENTY FIVE YEARS’ EXPERIENCE in 
hardware retailing and automotive parts. Now 
employed. Past eleven years manager of retail 
Hardware and Furniture Co. Seeks association 
with manufacturer or ee covering the 
State of W. Va. Box F-19, c/o Harpware AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





HARDWARE MAN WITH 28 YEARS of 
wholesale and retail experience. Ability to act in 
administrative capacity in either wholesale or re- 
tail hardware. ox D-17, c/o Harpware Acz, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





“PROGRESSIVE HARDWARE SALES- 

AN” seeks association with “Progressive Con- 
cern” as Manufacturer’s Representative or 
Wholesale Representative. New York State or 
Northern Pennsylvania territory preferred. Will 
consider moving to new location. 14 years’ suc- 
cessful selling both retail and wholesale. Box 
E-12, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





SALES MANAGER—Eight years’ experience 
sales and sales management, involving industrial 
distributors, hardware and rack j s. Re- 
sponsible for sales in Southern California, Ne- 
vada, and Arizona. Well versed all phases of 
marketing. Seek position as district manager or 
agent. Bachelor of Science, 35, married, resume. 
Box F-21, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








NOW! 
for only 4.95 


With Exclusive Push-button Loading 
and Built-in Staple Extractor. p> 


Here's the fastest selling staple gun on the 
market today. Designed especially for home 
use. Staple sizes 44", 4" 


a hi-compression 


Staple gun 


. Nationally advertised. 
Immediate shipmeats—no wait, no delays. Order today. 


— oo ® 
Swinglme: INC., Long tstand City 1, New York 





Want more facts? Circle 189, p. 59 





HY-KO PRODUCTS CO., Cleveland 3, Ohio 


The new fluorescent 


DAY-GLO SIGNS 


BRILLIANT “JET-FIRE’ RED ond midnight 
black make these all metal, weather-proof 
Hy-Ko signs fast, fast, fast sellers. For use 
indoors/outdoors. 14° wide x 10" high, with 
2 holes for easy mount. 

ASK YOUR JOBBER about Hy-Ko Assort- 
ment No. 800—5 doz. (your choice of 20 most 
popular and fastest selling wordings), retail- 
ing per sign, 50¢. Order 

early, and order enough. 

They sell all year ‘round. 





FREE! Ait metal sales- 
creating Display Rack 
with each assortment. 
| “The Helimark of 
Better Letters, 
Signs, Numbers" 








Want more facts? Circle 191, p. 59 





STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 





| BOXED | 





STICKLEBACK 


D isola Deal LD 
DRILSAW 





IE 


FOR THE CONVENIENCE OF 
JOBBER & DEALER ALIKE 





Retail Value $33.51 
Dealer Net 


$22.34 





STICKLEBACK SELLS —SELF SERVICE—STICKLEBACK SELLS 


| FREE 11’ x 23” 2-color Display Board | 


STS IOVEIVOUS—DIAMS J1BS—STS XOVEIDOUS 





|: 


Ask Your Jobber. Or Write 


STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 
Want more facts? Circle 190, p. 59 


TEC IMPORTS 





# 
# See-Packed Locks Outsell Others as Much as 5 | to 1 


Whether you use the free wire rack or display the 
locks on pegboard, counter or bin, you'll enjoy the 
ef extra profit you make with Slaymaker padlocks in 
the dramatic See-Pack. Ask your jobber, or write ... 


15001-03 Califa % SLAYMAKER LOCK CO. e LANCASTER, PA. 
Van poinanit World's Largest Producer of Brass Padlocks 
TT Tr tt tT ee ek oe 

Want more facts? Circle 192, p. 59 


Sie sip. 


Slaymaker offers * 


FREE RACK 
to ‘0 display spoon in 


rr te To PT hu | 
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4 WITH a 
Boost Summer Profits! tics: Index to Advertisers 
TOP QUALITY, FAST SELLERS from DALTON oy peoagheigenss ys + wagon ha So =< “- 
DALTON SAWHORSE LEGS —. » ag taken to ond correctly. No allowance wil ar ge 
=" errors or failure to inse 





Ackerman-Johnson Co. Magic Iron Cement Co., Inc. 98 
) Ajax Hardware Corp Magnolia Products, Inc. ... 24 
MODEL No. D380 pe en Ce... ee Rags har a See 
%_" ELECTRIC DRILL merican ain Div. ayes Bros. Too Mtg. Co. 116 
8 ' American Chain & Cable McGill Metal Products Co... 108 
Perfect for the professional user. te Co. Miller Co., Inc., Robert E. 124 
hon need aon ae ae Minnesota Mining & deers 
Two sizes—24” and Jacobs geared chuck and key. H.D. XxX Arvey Corp. DNS pia RN Peepers ee 76 

30” heights. Sturdy, thrust ball bearing. 3-wire cord and adapter. 5 
24” High all-steel. Wide | Automatic trigger switch. List $29.95 Autoyre Div. Molly Corp. iteons aM eee 124 


Legs. Pr. saddles hold cross | 
bar securely. Cross- Ekco Products Co . Myers & Bro. Saye 


S499 . sec aon be any 2” lum- SPEE-DEE WALL TYPE F. E, : .83, 85, 86-87 
Behr Manning Corp. N- 


30” High ber in any length. Gray 
Legs. er. enamel finish. Safely GARDEN ; . 
$5.99 | withstands load of 1500 HOSE HANGER Briddell, Inc., Chas. D. National Cash Register Co. 18 
| Bridgeport Hardware Mfg. National Housewares Mfrs. 
oo. ®* Knocked down, attractively : A ; 
Now! 4 all holes on FE ee NBS o sigh yap arene 79, 102 


<— 





i prevent separation of | compact — saves warehouse Cc National Mfg. Co. ........ 9 
space Holds 100 ft. of e ° . 
bracket from rail. ¢ Mount on wall ¢ Heavy Champion Brass Mfg. Co. .. National Screw Mfg. Co.. 125 


steel, enamel finish Chicago Spring Hinge Co. .. 
. 3 & . New— e Easy to assemble g pring g 








* bolts and nuts in. Aa Clayton & Lambert Mfg. Co. Parker Hardware Mfg. Corp., 
Im cores cluded. Retails 79¢ (iia =P". Coastal Abrasive & Tool Co., S. 
Inc. Pecoia, Inc. a 
SPEE-DEE Columbian Vise & Mfg. Co. Peters Cartridge Div. Nehteg 
"TOOL & Congress Drives Div. ington Arms Co., E. |. du 
PARTS Tann Corp. .... - Pont de Nemeurs & Co. 3 
HOLDER Consolidated Chemical & Pioneer Gen-E-Motor Corp. . 
Paint Mfg. Co., Inc. Plastic Products Co. ...... 
Attractively Jet-Dri Div ee Porter Co., Inc., H. K. 
A Pat. ) packaged. Cory Corp. ... | : Disston Div. 
: Pr. $1.89 lagna Crescent Plastics, Inc. 


. ? 
a . West Coast). Cross & Co., W. W. Quick Mfg. Co. 
Exclusive Flanged Nail Holes —_ oe _ Oy Stocks, or D 
f ick, easy disassembling. OM West Coast. an Get for You! . ; 
Takes ‘aenet or common DALTON MFG CO 30 S. Central Dalton Mfg. Co. Richards-Wilcox Mfg. Co. 
2x 4s, Display package. « UY. st. Louis 5, Mo. Desmond-Stephan Mfg. i, . Rival Mfg. Co. 











vcon r 
Want more facts? Circle 193, p. 59 "am a eo 
H. K. Porter Co., Inc. ... Schlueter Mfg. Co. ... 
du Pont de Nemours, Inc., Screw & Bolt Corp. of 
E. 1., Polychemicals-Tynes- America 
Paint Brush Div. Security Storm Lock & Hard- 
ES Se Se ae ware 


Co. 
A "a Dymo Corp. Veo tee ~ Shuford Mills, phe 
4 4 E Simonds Saw & Steel Co. .. 
Ekco Products Co. Skil Corp. | 
Key Reel Autoyre Div. iy - Slaymaker Lock Co. ........ 121 


Engineered Products Co Sonotone Corp. 
5 COUNTER CARD ; “woomedh 
1, Y? ‘ Fairbanks Morse & Co. ... Southern Screw Co. 
0 £ MAKES EASY MONEY vi G Standard Screw Co. 
_ a General Filters, Inc. .. | Star Mfg. Co. Div. of 
wea: wv cm your GEL ae te) * a. ™!, 3 Grabler Mfg. Co. IIlinois Iron & Bolt Co. .. 74 


lA ? ~~ 3 Graham & Co., Inc., John H. Sterling Faucet Co. ........ 22 
i @ a , YOU! » fe % S. W. Griffin Co. ...... Strataflo Products, Inc. ..... 





Swing-A-Way Mfg. Co. .... 

Heller & Co., W. C. ...... 96) Swingline, Inc. 

Hindley Mfg. Co. | 78 

Hines-Park Foods, ; Tec Imports 

KEY-BAK Key Reel is HIGHLY ADVER- ‘ (Duncan-Hines Institute)... 114| Thompson Co., E. A. 

TIZED in such magazines as POPULAR : ~ Horton Equipment Co. ..... 83| Toledo Pipe Threading Ma- 

MECHANICS, TRUE MAGAZINE, etc. S RETAIL Hoyt & Worthen Tanning chine Co. 

KEY-BAK advertising is seen by over Ag Corp. 110] Turnbuckles, Inc. 

5,000,000 people EACH MONTH. You f |} $995 Huenefeld Co. ............ 126 

make money from KEY-BAK advertis- Ry Les Hyde Mfg. Co. ......... 116] Union Steel Chest Corp. ... 85 

ing when you prominently display the , 2 > ORDER IT Hy-Ko Products Co. ........ 121 | United States Graphite Co.. 123 

famous self-selling KEY-BAK Counter = =8§6y NOW! | Utica Drop Forge & Tool Div. 

Display Card in your store. We'll tell ¢ ) a Independent Lock Co. ...... 17 Kelsey-Hayes Co. ........ 93 

them . . . then, you sell them! Get wy ey a Indestro Hand Tool Div. V 

KEY-BAK now from your jobber of, Lat —~ Duro Metal Products Co. . Vaughan & Bushnell Mfg. Co. i! 

or write direct. fj Mm i av International Salt Co., Inc.. Vital Products Mfg. Co. ... 115 
OVER TWO MILLION 4] \ ; lron City Tool nan 29 | Vichek Tool ae 


KEY-BAKS NOW IN USE! Jefferson Screw Corp. 66 | Warren Tool Corp. 
Key-Bak is pocket-watch size, highly-polished chrome finish. It’s K Wells Mfg. Corp. .......... 
worn on the belt by millions of men who carry keys. Swedish clock Keil Lock Co., Inc. ... 73 | Wenzel Tent & Duck Co., 
spring reels in the 24” long STAINLESS STEEL chain; keeps keys Kennedy Mfg. Co. ......... 105) H. 
always safe and handy at wearer's side. LIFETIME GUARANTEE Klein & Sons, Mathias ...... 99] Wessel Hardware Corp. 
Soak af Mae L Western Wire Products Co.. 
A cai wae set peti tak Lamson & Sessions Co. 16| Wheatland Tube Co. ..... 80-8! 
LUMMIS MFG. COMPANY CTL COMPANY Larson Co., Charles O. ..... 124] Woodhill Chemical Co. .... 124 
2242 E. Foothill Blvd 1710 W. Stewart Ave Life-Like Products, Inc. 56 Y 
* Pasadena, Calif Wausau, Wisconsin Listo Pencil Corp. Yale & Towne Mfg. Co. 
Want more facts? Circle 194, p. 59 Lummis Mfg. Co. .......... 122} Lock & Hardware Div. .. 
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Where there’s 
heavy traffic with 
light trucks... 


depend on.,.,.. CHICAGO) 
SPRING HING 
caf if 

















Sales 
bloom... 


ouble Acting...with no 
Hanging Strip Required 
| «2 | % Shallow mortise design... suit- 

.-when goods are -_ & able for plywood or hollow core 
marked for sales with i . = wood doors, hollow meta! doors, 


_ ‘ | . formica or metal-clad doors of 
Listo, the one marking | ; | | various types. Always specify 


pencil that writes exact thickness of door. 
on anything you sell or | = ° 

service. No messy SOM Type 11001— 4”, 5”, 6” 
tape to unwind, no stub mith 7 Furnished in All Standard Finishes 


1 Now specified and used on stock room doors 


to toss away. Listo works | r G by 2 in mony nationally known chain food stores. 
mechanically. Refills in 6 | : if ¢ Spring Winges of 2 alét 


flash - for -sales colors. 
Thicano a ‘Hinae Co. 


Ask your wholesaler or write 
ISTO PENCIL CORPORATION, ALAMEDA, CALIF. | 1500 CARROLL AVE., CHICAGO 7 ILL 
Want more facts? Circle 195, p. 59 | 


R 
. Cw Q W) 
FULL VALUE PACKAGE 
contains 12 convenient space saver boxes 
of cotter pins. Popular shelf sizes of pins 


to select from. One price seller—all sizes. 


F ae me on for the WW list of pack 
~ THE DR’ - LUBRICANT 7 a ef pin sizes. 


| WITH 1000 USES = PINS | ee 


205 Graphite has never been ¥ Handy Counter Carton 
improved on for forming a protective, ae Sy AS one ae 
lubricating, low friction film impervious [Fa a : “ tments. 
to heat, cold and moisture. Penetrates | * Sav d - $ Su 0 ees SPRING Each aa 


smallest cracks ... wears in. . . not out! : iasinaiead adhe eC QW assorted pins 
Case lots of 1 and 5 pound packages; wi on sad inéieideal eric ng NUE RN (lain or cadmium 
25 pound drums. Prices and oor a AL ONE. PRI oF AN SANE — an 
information on request. Ask your ie 6 1 ee ae as 1%” incl. 
wholesaler or write us today. 


, - - pe Ask your jobber for 
Wholesalers’ inquiries invited. | your cost on these WW items. 























' GP-283-1 

THE UNITED STATES GRAPHITE COMPANY Es TERR ee 
DIVISION OF THE WICKES CORPORATION, SAGINAW 9, MICHIGAN crane aaasamibd les: oars 

Wart more facts? Circle 196, p. 59 Want more facts? Circle 198, p. 59 
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REE $ TALK RACKS & .. 


THEY HANG OR STAND! SELL MORE TACKS AND RELATED ITEMS : ' YOUR 
No deals required — Order only the sizes that sell fast in your-store =z JOBBER 
Want more facts? Circle 199, p. 59 , 





wg! * ALWAYS SELL GENUINE Dy 


MOLLY °° 5 == = 


> ———~__. MOLLY CORP 


W Roe. “ae ae 
‘sabi= cele ree_ ' 


Literature SCREW <P rolalo Mme 4G 4 NUTS” ~~ Reading, Pa. 


Want more facts? Circle 200, p. 59 


* WORTH REMEMBERING! SPRING ASSORTMENT $5©O 


ALL FOR ONLY 











_ AJAX No. 750 — Consisting of: 
¢ METAL 5-DRAWER CABINET 


a LA STi C ALUMINUM SEED | icra: visriay (am senines 
The number one item in the nation’s A \ \\ ee ea aaen 


Kale a ai i Order Now! 
number one fix- it line ceca (F.0.8. N.¥.C.} 
- Good Housekeeping - 
WIRE SPECIALTY CO 


“The mother-in-law approved line” abate oN 324 CANAL ST. 
1390 East 34th Street Cleveland 14, Ohio MECHANICS eres oe NEW YORK 13,N. Y 


Want more facts? Circle 201, p. 59 a Want more facts? Circle 202, p. 59 
= ~, ai os =~ ee 


“SELLING 
IDEAS 


Start a profitable Rental Business. 12 p. reprint 
tells what to rent, how to set charges, customer 
agreements, bookkeeping forms, and other in- 
formation. Send 25¢ to Reader Service Dept. 
for your copy. 


CHAS. O. LARSON Co. Sterling, oa WV: Wat DWAR oe pV Ee 


Illinois Chestnut & 56th Sts., Philadelphia 39, Pa. 


























NG 


HOUSEHOLD 





po, m= 

@ PERFORATED ace A 
nN, OR asSORTMENT La | 
 pisPLAY = 


. ; <a g 
- = % Most items availabl ¢, 

4 “ ae too, in standard deci- 
as = . mal pack. 


=} B geo Your Jobber or Write for Literature 


FO 


. 
Pe ~ 








Want more facts? Circle 203, p. 59 














Genuine 
Original 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either %"', %4"" or 1° DOMES. DOMES ha 
a — ee noome point nail. Case hardened steel, burnished nickel plated aiiear 
misn. 


6 SIZES: %", %", I", Both Container and Cards in 3 COLORS 


11/16", 1%", 1%". 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Ask your Jobber or write— 
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THE PERFECT BALANCE 


® Dependable Bolts 
® Sturdy Packages 


Durable steel! Uniform, smooth threads! Heads that hold 
with extra strength! That’s the quality you'll find in 
National’s most complete line of bolts. 

The color-coded label on the National package tells 
you immediately what type of bolt it contains. And high- 
visibility printing makes it easy to read... helps speed up 
selling and makes stock handling a cinch. Smudges or 
finger stains won’t show on the glossy surface of these 
sturdy boxes either, so they always look good on 
your shelves. 

Stock the complete line of National bolts. Their de- 
pendable quality and attractive packaging are a perfect 
balance for repeat business. All sizes and thread types 
are available. 


NATIONAL SCREW & MFG. CO. OF CAL. 


3423 So. Garfield Ave., Los Angeles 22, Cal. 


Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 


CARRIAGE BOLTS « MACHINE BOLTS « LAG BOLTS 
CAP SCREWS © WOOD SCREWS « PIPE PLUGS 
MACHINE SCREWS © NUTS © TAPPING SCREWS 

STOVE BOLTS « COTTER PINS 


ee @, 
GALl1(OWa 








Fasteners J. P A & Hodell Chains Chester Hoists 





